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The Continental’s Success 


Its beauty and individuality in themselves would insure 
the popularity of the “Continental” pattern, but back of 
these reasons for success is the public’s confidence in all 


1847 ROGERS BROS. 


**Silver Plate that Wears’’ 


It is the reputation of this ware that makes it “‘as staple 
as wheat’ and ‘the easiest selling merchandise in our 
store. 

Our advertising and display helps will enable you to 


make that true of your store. 
Write for circular |245-H, which describes these helps. 


INTERNATIONAL SILVER CO. 
MERIDEN, CONN. 


49-51 West 34th Street — NEW YORK — 9-19 Maiden Lane 
5 North Wabash Avenue, CHICAGO 150 Post Street, SAN FRANCISCO 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 
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A New Storm-Proof Hanger 


The new Adjustable Storm-Proof Hanger illustrated is the 
same in construction as our No. “77” Flexible, except that it has 
two adjustment features, vertical and lateral. The adjustment = 
construction is very simple and easily operated. A distinctive fea- 

! ee ture of this construction is that the door is carried 
eee closer to the rail than with any other adjustable 
hanger we know of. 
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In addition to the adjustable feature, the 
Hanger is flexible, and packed one pair in a box, 
with all necessary bolts for attaching the Hangers; 
also end-caps and lag-screws for the Rail. 























INUIT 

















































































































Improved 
Storm-Proof Rail 


The Storm-Proof Rail has been im- 
proved with an additional length to the 
cover of 1% inches, the elimination of 
the cover-splice, and a new style end-cap. 
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This combination of Hangers and Rail 
will fill all your requirements and give 
lasting and satisfying service. 


































































































Send for illustrated circular, prices and 
exclusive agency terms. 















































































































































Sectional View Showing Storm- ati 
Proof Feature of Reil and Roller National Mfg. Co. [E& 
os oo mg a aca Sterling, Illinois 
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THE LAST CALL 


Time for Extra Selling Effort Before Hunting Season Closes— 
Live Wire Examples from Six States 


By “THE ASSISTANT MANAGER” 
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Lambert & Walker, Henderson, Ky., tell their story in a splendid hunting display 


ENTUCKY, °~ Missouri, Wisconsin, Indiana, 
kK Texas and Pennsylvania are six mighty im- 
portant states, and when a photograph from 
each of these commonwealths comes to a fellow’s 
desk in one mail it’s high time to sit up and take 
notice. These pictures illustrate what six big 
hardware houses think to be the last word in hunt- 
ing window trims, and I agree with them all. 
Kentucky has long been known as the state where 
still hunting was as popular as the chase, and as 
a market place for firearms it is still a top notcher. 
Down in Henderson, Kentucky, is one of the best 
hardware stores in the Blue Grass country. It is 
owned by Lambert & Walker, and as regularly as 
the open season comes round their battery of show 
windows opens fire with an assortment of ammuni- 
tion that appeals to his honor, “The Colonel,” and 
lesser lights in the community. I don’t know who 
trims Lambert & Walker’s windows, but I know 
a lot about him, and so will you, if you stop to 
analyze his display. He knows how to couple 
a natural background up to the latest supplies; he 
knows that a few trophies in a gun window will 
stir red blood and start hunting desires; he knows 
the value of plain price cards; he knows how to cre- 
ate a big effect with the use of a comparatively 
small amount of merchandise, and he knows that 
that there is good money to be made in renting 
guns to those who do not buy. It’s a ten to one 
bet that he is a star salesman, and we have visible 
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evidence that he is a crackerjack window trimmer. 
Congratulations, old man, whoever you are. 

The “Show Me” State comes next. Whenever I[ 
see the name Missouri I think “show me,” and it 
was a mind reader in the Joplin Hardware Company 
who mailed this conclusive answer to my thoughts. 
Simple, effective, true to life from the bad dog sign 
to the game sack hanging in the chestnut tree. This 
rustic window setting fairly tastes of fall, and was 
undoubtedly a sharp appetizer to those fortunate 
citizens of Joplin who love outdoor life and live near 
enough to it to satisfy their desires when the quail 
“bob-white” their invitation to the Irish setter. The 
man who trimmed this window wouldn’t get buck 
fever if a dozen birds jumped cover under his feet 
at the same time. He is fortunate in having a 
window that is built close to the sidewalk. This 
may be one of the inspirations that has put him 
close to human nature in his appeal for business on 
hunters’ supplies. 

Missouri and Wisconsin are separated by a 
stretch of miles that calls for a healthy Pullman por- 
ter’s tip. [Illinois has inserted herself, the long 
way, between these two states, but she has in no 
way interfered with their common interest in out- 
door life. The Wood Hardware Company of Rhine- 
lander, Wis., is located in a district where you can 
cast a fish hook into a mule pail and catch a whale. 
Theirs are fresh water whales, however, and are 
commonly known as “Lunge” by the local sportsman. 
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Hardware Age 


The McConnell & Watterson Company, Kittaning, Pa., use a slab cabin background most effectively 


This is up in the district where the officers of the 
National Retail Hardware Association thread angle 
worms on to limericks every summer, and naturally 


the big fish with scales also seek those waters. W. 


C. Rober is Wood’s window trimmer. His display is 
one that can be easily copied, and the perfect sym- 
metry of his arrangement is great. The old mount- 
ed maskalonge in the background is not the fish that 


got away, but he reminded all kinds of people of the 
big one they lost. This display gives a good idea 
of the completeness of the stock carried, and the 
artificial baits suspended from the ceiling put a 
proper canopy over a little spot that is loaded for 
whale and guarded by hoot owls. This display was 
a business builder. It is a simple, forceful example 
of how W. C. Rober makes his windows talk. 


Firearms display made by the Magee Hardware Company of Winchester, Ind. 
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John Winter, the window trimmer for the E. L. Wilson Hardware Company, Beaumont, Tex., demonstrates that 
he is strong for Remington 


Indiana is one of the greatest hardware states in 
the Union. It is full of sparkling hardware stores 
and prosperous people who are fond of hunting: 
The Magee Hardware Company, of Winchester, Ind., 
is distinctly in the running. They have a good Irish 
name, and it is probable that their ancestors were 
well posted on the essential qualifications that made 
the shillalah a supreme arm in its day. The Indiana 
Magees, however, advocate modern firearms, and 
they spare neither effort nor money to display their 
splendid assortment of goods. Their window is big, 
roomy and good to look at. I have seen displays 
that looked lost in a big window, but the Magee 


trimmer just loses us in admiration and lets it go 
at that. 

Texas, divorced from its old relative on the south, 
and bounded by sister states on the other three 
sides, is the hunting paradise of America. The gun 
and ammunition manufacturers send their star 
salesmen to this section of the woods because while 
business is plentiful, competition is fierce. Practi- 
cally every hardware store in the lone star state 
carries guns and ammunition; in fact, it is reported 
that many of the flourishing hardware stocks in 
Texas have come about by the gradual adding of 
other items of hardware to the complete line of fire- 
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A progressive Missouri hardware concern 


appeals for business with a close-to-nature trim 
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arms that started business. The hunting is excep- 
tionally good around Beaumont, Texas, where the 
E. L. Wilson Hardware Company does a flourishing 
business. John Winter is their window trimmer, 
and he says he is strong for Remington. The 
splendid photograph of his display which is herewith 


reproduced illustrates a novel way of impressing . 


shotguns on the minds of the public. Notice the ef- 

















An effective fishing tackle display that built business 
for the Wood Hardware Company, Rhinelander, Wis. 


fective manner in which his price cards make their 
appeal, and the arrangement of his guns is such 
that everything is aimed at the name of the guns 
he boosts most. Practically every detail of a bird 
hunter’s equipment is shown in this display, which 
has been arranged with comparatively little cost to 
the store. The manner in which the manufacturer’s 
illustration of a falling duck has been utilized in 
the corner of the display card in this window tells 
us that John Winter has both eyes open for any- 
thing that can be used in his window displays. This 
is one of the very best examples of a sportsman’s 
‘window trim that. has come to my attention this 

year. 
; When Bill Penn bartered with the Indians for 
that little parcel of land that starts east of Phila- 
delphia and ends a ways west of Pittsburgh, he 
surely didn’t know what he was getting for his 
butcher knives and beads. He did know, however, 
that he was dickering for a hunting ground that was 
fairly running over with game, and ample evidence 


of this fact is the game still to be found in the Key- 


stone State. 

Kittanning, Pa., is in the center of the game dis- 
trict, and McConnell & Watterson are the hardware 
dealers in this progressive town. John W. Shadle, 
secretary of this hardware concern, is.a window 
trimmer of no mean ability. His latest venture is 
reproduced, and the following copy of his letter: 


Dear Assistant Manager: 

As I am always interested in your window trim pic- 
tures in HARDWARE AGE as well as all the other good 
things I get from your paper, I am going to enclose 
under separate cover a window trim I have just put in 
our window for this fall trade which has been attract- 
ing a great deal of attention and is bringing us a good 
deal of business that might otherwise slip past. The 
trim is original with me but since I put it in I have 
seen one something like it in your paper. The cabin is 
made of slabs I collected at an old saw mill about two 
miles from town and I arranged them on a 2 x 4 frame 
made at odd times when not busy. The fox on the floor 
ready to catch the pheasant in the brush is one I have 
had for some time and the small game I borrowed. The 
fox hide tacked against the cabin I shot in my own 
woods last fall with a Winchester 20 gauge repeating 


Hardware Age 


shotgun with No. 6 chilled shot at about 75 or 85 yards, 
and had it made into a small rug with yellow and black 
trimmings. The contrast is very good, in fact the dif- 
ferent colorings give avery pretty effect to the window 
all through as I have used green leaves and green 
branches with the natural logs. 

I would not want you to put all the above I have 
written you into your paper but just make a little men- 
tion as to what you would want to pick out of this and 
if this will help some one put on an inexpensive trim 
that looks good I would be much pleased. The cost of 
the trim was less than $2.00 in money as I made every- 
thing else. 

I am very enthusiastic in regard to your paper and 
think those who do not read what you publish miss a 
great deal of very interesting and beneficial reading. 

Yours very truly, JOHN W. SHADLE. 

Good boy—I’m glad you like HARDWARE AGE. I 
like it myself and it’s just such letters as yours that 
make HARDWARE AGE the paper it is. It also makes 
“The Assistant Manager” more happy in his work. 
Your window ranks well with the five other top 
notchers illustrated in this story, and I should say 
more about it, but a red-headed kid from the print 
shop is in the offing, and I would rather live in a 
squirrel cage for the rest of my natural days than 
to hear that rosy-tinted human alarm clock yell 
“copy.” : 

I’ll risk one more paragraph. Six displays on one 
subject in one day. It means, Boys, that selling time 
is at a white heat. The time to get action is now. 
Let’s profit by these six splendid displays and put 
a parting punch into these goods that will close the 
season with the stock down to an inventory basis. 

P. S.—I got through in time, but “Red” yelled 
“copy” just the same. I’m in the market for an 


ammonia gun. 


Second National Foreign Trade 
Convention 


AMES A. FARRELL, chairman of the Foreign 
Trade Council, consisting of 35 members, has 


‘issued a call for a second foreign trade conven- 
‘tion for the promotion of American over-seas com- 


merce, to be held in St. Louis, January 21-22 next. 
It was at first intended to again hold this conven- 
tion' in Washington, but St. Louis has since been 
determined on as being more centrally located. 

This meeting is called under the authority con- 
ferred upon it by the National Foreign Trade Con- 
vention at the first meeting in Washington, May 
27-28 last, which was attended by about 400 promi- 
nent representatives of nearly 100 commercial and 
industrial organizations. 

As St. Louis is favorably located, geographically, 
a large number of delegates are expected to be 
present for a practical business men’s conference 
on ways and means to broadly build for the future 
the foreign commerce originating in different sec- 
tions of the United States. 


Takes Insurance From Foreign 
Companies 


FAR-SIGHTED Illinois retailer has advised an 
editor of HARDWARE AGE of his purpose to 
withdraw all fire insurance policies from foreign 
companies and to place the business, preferably, 
with Hardware Mutuals. — 

The merchant gives as his reason for this action 
the European situation. He does not doubt the 
financial standing of the foreign companies, but 
points out the fact that in case of a fire there 
might be considerable difficulty in obtaining an 
early settlement. 

The logic of such an argument will doubtless ap- 
peal to other retailers. 























“THE MAN BEHIND THE COUNTER” 


Selling Goods Through Knowledge 
of Manufacturing Methods 


ILLIAM J. EVANS, with Maxwell Hardware 
Company, Oakland, Cal., says: “In my ex- 
perience as a retail salesman I find that it pays to 
sell the best and highest priced goods, as there is no 
satisfaction, either to the salesman or the cus- 
tomer, in selling cheap goods. I call to mind a 
certain gentleman who came in to buy some hose. 
I showed him the best and he at once told me, very 
forcibly, that that particular hose had not lasted 
very long with him the last time. Instead of 
arguing with him, I showed him the different grades 
and explained the different ways of molding and 
wrapping the fabric and. the causes of the higher 
price of hose. He became so interested that he 
bought the identical hose that he at first condemned, 
which was the highest priced, and laughingly re- 
marked that I had sold him something that he came 
in the store with his mind made up not to buy.” 


Letters of a Hardware Clerk 
(Tenth) 


MOBILE, ALA., May first, 1905. 
Dear John: 

I guess you are sorry that I have not wrote you be- 
fore to let you know how I am getting along but I have 
been unable to do so on account of several things. 

John, I am working for the best firm that ever was 
in the hardware business and thare are a grate manny. 
You know I told you I was going to make them pay 
me more money after the first month I did the shipping. 
Well I did not have to make them, they did it them- 
selves. Mr. Vaughn come around near the end of the 
first month and says to me “I have told Mr. Aldrich 
(which is the casheer) to pay you fifty a month from 
now on.” Say now wasn’t that swell. I tell you right 
now, John, these people sure do appreciate a good man 
when they get him and they aint never had any better 
man than me. 

I have got my work in shape that I don’t have to 
worry much about it now as the dull season is starting 
and I have been a grate deal of help to the new young 
man which is in our mailing department as he is 
green in the hardware business and I like to help a 
young man along even if they didn’t help me none 
when I was comeing on. This young man is name 
Howard Hempstead which we call Gus for short and 
he is a clean sort of guy which anyone would like and 
we go about a grate deal when he don’t have to work 
at night which he does very often on account of a lot 
of bills to. be mailed and I help him seal the envelops 
which he is grateful for. 

I have also been out to the parks a grate deal the 


* 


principal of which is Monroe park that is out on the 
bay shore about a hours ride by the cars which run 
there. I have took the girl at the house out there 
several times and we have lots of fun which she enjoys 
and it don’t cost much and I enjoy it too. 

I seen a funny thing out thare the other day. They 
was a big platform built in the middle of the park with 
steps running up to it from the ground and a box was 
up on the platform on which was a_ sign about thare 
being some bats in there which was captured on. Mobile 
bay. I tried to get the girl to go up thare with me and 
see them but she wouldn’t of which I was glad because 
they wasn’t nothing but a couple of brick bats in the 
cage and the people would of laffed at her if she had 
of gone up thare though they didn’t laff.at me much 
because the¥ was probably afraid I would: get sore 
which I would of only at the girl. She laffed about 
something but I don’t think she was laffing at me John, 
because I had already bought her a ice cream soda. 
I don’t see what people want to put ‘things like that in 
a park for which aint no amusement though I seen 
one fellow go up thare and he looked pretty cheap when 
he come down. 

John,-don’t ever be a shipping clerk for no amount 
of money. It are the most thanklesses job you ever 
saw. They don’t give you no credit for what you do 
—and they raise hell when you don’t do something you 
oughter. Why you would think I had fifty drays the 
way those guys try to get me to send out special loads. 
They want to take my drays all the time to help out the 
city delivery and get sore if I don’t give them to them. 
I wonder what they think I am going to do for drays 
for myself. I just naturally tell them whats what 
though and when they try to bawl me out I bawl them 
back only except Mr. Harrison which is the Vice presi- 
dent and to who I have to be sorter nice on account of 
some day he might want to do me a favor. 

I am going to have a grate time here this summer 
John and maybe it is better that you aint comeing down 
as it takes a grate deal of my time with that girl which 
I told you about and is expensive two, and I would 
not have time to show you about the city like you might 
want to be showed. 

I don’t know when I will write you now as I have 
many plans on my hands some of which are pretty 
serious and may take up all my spare time. 

If ever I can do anything for you, John, just let me 
know. You mustn’t never think because I have sort of 
gotten ahead in the world I’m going back on my old 
friends. 

Yours sincereley; 
Sam. 


Affliction 


UGGINS—“T feel so sorry for Bjones. He’s as deaf 
as a post.” 
Buggins—“Oh, there are worse afflictions than mere 
deafness.” 
Muggins—“Yes, but he has always been so fond of 
hearing himself talk.”.—New York Mail. 
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MAKING THE PATRON A “SILENT 
PARTNER” 


How Hardware Men Have Increased Business and Located Errors by 
Consulting ‘‘The Man Who Buys ’’ 


By B. C. BEAN 


‘éC ACK in my early days, when I had a two 
B or three-hundred-dollar stock scattered 
over a twenty-five by fifty room, I was 
always advertising for a ‘silent partner,’” says a 
Chicago hardware man whose mammoth store is 
the outgrowth of small capital and quick turns. 
“It seemed to me that if I could only get a wise 
business man to furnish me with a few thousand 
dollars, give me the benefit of his advice—and yet 








“I just thought maybe you could use a few hundred 
dollars of my money right here in your business” 


not interfere with the conduct of the business— 
that I could cash in on the many opportunities I 
saw going to waste. 

“TI advertised, as I remember it, several years, for 
a ‘silent partner,’ when an incident came up that 
made me wonder if I was blind or lacked ordinary 
perception. One of my most particular patrons— 
a man who had often tried my yatience by the 
thorough questioning to which he would subject me 
before parting with a few cents—astonished me by 
Saying, one day: 

“*Young man, do you borrow money from the 
bank ?’ 

“I pleaded guilty, wondering what business it 
was to my testy customer. 

“*Well,’ he answered, ‘I’ve been a-watchin’ you 
pretty close, an’ you look to me as though you knew 
your business. Y’ may not know it, but money ’s 
goin’ to be purty. tight this winter an’ the banks 
are goin’ to call a lot of loans, an’ I just thought 
maybe you- could use a few hundred dollars of 
my money right here in your business.’ 


we 


“With that my eccentric customer began to count 
out bills and coins of various denominations, evi- 
dently hoarded over a long period of years, until 
there was four hundred dollars on the counter. 

“And there I had been advertising in a trade 
journal for capital, only to find that a customer here 
at home had the needful all the while! 


“Since that time you may well believe that I 
have gone to my customers when I have wanted any 
favors or accommodations; I have made the cus- 
tomer my ‘silent partner.’ ” 

A city hardware man whose small town experi- 
ence has taught him the various phases of merchan- 
dising, looks at the question of partnership with 
the patron from a somewhat different angle—that 
of keeping in close touch. This dealer says: 

“Outside every retail business stands the most 
exacting of partners—the public. 

“Those who have had experience in partnership 
matters know that only by constant consultation be- 
tween partners can the business best be furthered. 
Selling policies and details must be carefully 
planned; personal preferences must be subordinated 
to profits; wastes must be located that the means 
of doing away with them may be determined. And, 
perhaps the most important of all, unless partners 
keep in close touch at all times, misunderstandings 
are bound to arise, which, having an origin in some 
microscopic cause, lead not only to loss of efficiency, 
but sometimes to actual estrangement between the 
partners. 

“Just the same conditions hold when a dealer 
transacts business with the public for a partner— 
and the dealer who does not take the public as a 
partner is overlooking what I believe to be the big- 
gest opportunity in business to-day. 

“The greatest thing, to my mind, in the partner- 
ship relations between dealer and public is the prin- 
ciple of always keeping in close touch. Misunder- 
standings come between partners from lack of 
knowing what the other is doing. Now many a 
dealer has built up a good business merely by 
avoiding misunderstandings with his patrons, while 
fortunes have been built up by the men who have 
had the native shrewdness to make- the patron a 
close personal friend. 

“When I began in business I found it possible 
to follow up every sale I made—for I had few 
enough of them. Often it was possible, when a 
large order was sold, for me to call upon the patron 
and ask how the goods were standing up under use 
—and seldom it was that I was not able to get in- 
formation which led to future sales. In some cases 
I took an order then and there, so that my plan 
of making the patron enough of a partner to con- 
sult him, not only paid for itself from the start, 
but laid the foundation for a rapidly increasing 
trade.” 

Somewhat similar to the foregoing plan is the 
method used by a San Francisco hardware man 
whose store is located in one of the up-town resi- 
dence districts, where there is a constantly shifting 
population. This dealer says: 
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“The only chance I have of increasing my sales 
is by getting the customer interested in my busi- 
ness and showing him where it is to his advantage 
to buy of me. With the first purchase I learn my 
new patron’s address and, when possible, as many 
other facts as may be of help in determining what 
kind and amount of business may be secured from 
him. 

“On the basis of this and other information that 
I am able to secure, I put my new customer upon a 
‘quota.’ A housekeeper will normally be good for a 
few dollars a month, steady custom, while a land- 
lord who expects to furnish up flats to rent, or a 
contractor who puts up houses ready for occupancy, 
will prove an Al prospect. One contractor has pur- 
chased more than three thousand dollars’ worth of 
builders’ hardware in the last year, while I trace 
several thousand dollars’ worth of business in 
kitchen furnishings to my method of impressing 
the patron that I am the supplying partner of his 
business.” 

“When you make the public-your partner,” is the 
counsel of a dealer in a town of eight thousand 
in north central Indiana, “you, first of all, get the 
benefit of the public’s experience. 

“For instance, I do not suppose there is a hard- 
ware man in the country who can tell to a surety 
exactly what to buy. Even the best buyer is apt to 
overbuy on some lines and underbuy on others. 
Yet, did you ever think that your partner, the pub- 
lic, knows pretty much what you ought to buy? 

“We often hear a merchant say that there is no 
telling what the public will do—that the customers 
may ‘take to’ a particular line of merchandise and 
buy it out with a rush, or may neglect it entirely 
—even when it is thrown upon the bargin counter. 
This may be true in general retailing—and particu- 
larly in the departments where style cuts a decided 
figure—but it is not one of the faults of the hard- 
ware business. ‘Styles’ remain fairly constant in 
hardware, and it is comparatively easy to find what 
patrons want, provided only that some systematic 
method of going after the information is adopted 
and used. 

“Strange as it may seem to the ordinary ‘snap 
buyer,’ I have often called two or three good cus- 
tomers into counsel when I was in doubt about a 
line. I can tell how samples impress me, but how 
does the customer, who is expected to pay over 
his good money, look on them? And what is a 
simpler way to have him answer this question than 
to have him look over a line and tell you whether 
it would induce him to pay real money for it? 

“Often I have been impressed with a novelty, 
particularly one embodying new mechanical ar- 
rangements, only to find that the patron had little 
interest in the mechanical principles used, looking 
merely to the result accomplished. 

“Women make the best counsel on any household 
hardware; they have an almost uncanny intuition 
in finding the faults in an item that will stop sales. 
Similarly, women can pick from among a hundred 
items, the dozen or more that will prove top-notch 
sellers. 

“Next time a woman comes into your place to 
‘shop,’ make a business partner of her by having 
her post you on what you have in stock that women 
like, and what they don’t like—and why.” 

“For a number of years,” declares one of the 
‘livest’ retail hardware merchants on the Pacific 
coast, “I studied this problem of gaining the cus- 
tomer’s interest—of making him feel that he was 
really concerned in the firm. In this attempt I 
made a number of mistakes and lost considerable 
money before I found out a pretty sure way of 
making the patron an ‘outside partner.’ 
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“One method.I used for several years was that 
of declaring a semi-annual ‘dividend,’ as I termed 
it, to my best customers. Twice a year I would 
have figured the amount of patronage received 
from each of the best and steadiest customers, and 
then send each customer a credit slip of approxi- 
mately two and one-half per cent. of his purchases. 

“On this credit slip I tried a number of plans. 
At first I made the credit good for anything ‘in 
trade’—anything kept in stock. Later, I tried a 
variation of this, limiting the credit to new lines 
of goods, which would help to sell others. Still 
later, I raised the percentage somewhat and con- 
fined the credit strictly to novelty goods. 

“I found, however, that this method seemed to 

implant in the customer’s mind the idea that there 





Women make the best counsel on any household 
hardware 


were sure and substantial profits in the hardware 
business—and that these profits must be large. 
In some cases, the patrons who received dividends 
insinuated that they had been overcharged on the 
start and had not been returned any too much of 
the overcharge, while the customers not on the 
dividend list often seemed dissatisfied. Instead of 
pulling up their trade to the dividend point, as my 
theory was they would do, they more likely let: it 
run down—sometimes to the vanishing point. 

“Then I found it was difficult to arrange the dates 
for dividend distribution, so one of them would 
not conflict with our regular holiday remembrances. 
I was never successful in getting around this ob- 
jection as long as I had the plan in operation— 
which was for some years. 

“Finally, after trying many variations of my 
dividend schemes and finding faults in all of them, 
I hit upon a plan which has stood the test of nearly 
eight years’ use and has proved a great trade- 
winner and trade-holder. 

“My business had been incorporated for some 
time, when increasing trade called for re-incorpora- 
tion and increase of capital. When I re-incorpo- 
rated I provided one hundred and fifty shares— 
face value ten dollars per share—to be used for 
business extension and insurance. 

“With fifteen hundred dollars in stock, backing 
a plan for making the patron a partner, it was pos- 
sible to put it through so as to make it a business- 
getter and do away with practically all of the de- 
fects of previous plans. 
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“I studied for some time whether to present a 
share of stock each to one hundred of my best 
patrons, or to have ‘trade-credits’ accumulate 
against the purchase of the stock at par. I finally 
decided that, inasmuch as the ordinary human 
values something he pays for a great deal more 
than what he secures for nothing, I would give 
credits, as under my old plan, for purchases, and 
have these credits redeemable in stock. 

“By this means I secured as stockholders those 
who were comparatively large buyers, and whose 
trade, when insured, provided a list of steady cus- 
tomers not affected by ordinary conditions. 

“Several important restrictions, I was careful to 
see, were thrown about the issue of the stock. It 
was provided that in the case of the death of the 
owner, or in case he left town, the stock might 
be bought by me at par, and that other transfers 
be made only with my consent. 

“This method of making the patron an actual 
partner resulted, I am pleased to say, in a twenty- 
two per cent. business increase. I now have one 


Hardware Ag2 


hundred and fifteen shares of patron’s stock issued, 
which means that I have that number of partners, 
who are boosting business for me whenever a few 
favorable words will do it, as well as centering 
their trade with me instead of dividing it among 
a number, as formerly. 


“It took me years of experimentation to get to 
this stage, but now it is a sure dividend-payer, and 
may be tried out by any hardware man who has an 
incorporated business or who desires. to in- 
corporate.” 


These methods and experiences show plainly that 
the customer has many attributes that make him a 
desirable partner. He really is the backer of the 
business—for it is his money which enables the 
business to run. He knows the goods; mostly, he 
knows the desirability from the standpoint of the 
purchaser, and so knowing them, makes valuable 
counsel. And, finally and always, it is the customer 
who does a great share of the advertising, for be- 
yond his judgment there is no appeal. 





EFFECT OF WAR ON 


HARDWARE 


Some of the Peculiar Ramifications of the Business, as Shown by 
A. W. Douglas, of the Simmons Hardware Company 


so much so, that the stock of the average 

dealer contains many thousand articles. Its 
ramifications therefore naturally extend over all the 
world, and it is consequently much affected by the 
conflict in Europe. Commencing with the matter of 
the greatest pith and moment, the coming scarcity 
of ferromanganese, should the war continue for 
many months, will affect both the supply and price 
of all forms of open-hearth and Bessemer steel. It 
mostly comes from Europe, though there are nebu- 
lous rumors of the existence of large deposits of the 
ore in China, and actual discoveries of more or less 
pocket mines in this country. The probable result 
will be the use of some substitute, probably some 
form of spiegeleisen, and that means added cost. 

Already all wire and sheet steel products have ad- 
vanced, and these furnish the derivatives for most 
of the items in the hardware line. Wire products, 
for example, extend through the line of bolts to 
nails and barbed wire, down to the countless family 
of screws and tacks. Scarcely more than a genera- 
tion ago cutlery in all its phases was an important 
item of import, and though to-day it comes from 
abroad in lessened volume, it still. furnishes the 
major part of our old style razors, and the innumer- 
able varieties of scissors. These mostly come. from 
Germany, largely because of special skill in work- 
manship. Now we shall have to depend for the time 
being upon such stocks as we have and our own 
much inadequate home capacity, which already 
seems destined to great expansion in the future. 

In fishing tackle we are largely dependent upon 
the foreigner, usually England, for our wants, par- 
ticularly as to fishhooks, for these latter depend for 
their merit mostly upon the excellence of their tem- 
per, and generations of English workmen have that 
art to perfection. England promises shipments, but 
it may be that England proposes and untoward 
events dispose. 

Steel traps are the necessary accompaniments of 
the large and far-reaching fur business, and the 
manufacture and sale of these traps is a great 
American industry. It grows in volume and impor- 
tance each year, for, paradoxically enough, it de- 


sie hardware business is one of infinite detail, 


pends not so much upon the romantic sable, ermine 
and silver fox of the frozen North as upon the com- 
monplace muskrat and mephitis (the euphemism 
for skunk) of the settled states of the Middle West. 
But Europe takes largely of our furs; considerably 
more than half of our catch, and more than we in 
turn take from her. So our best market is gone, 
and furs will be uncommonly cheap this season, and 
the hardware dealer is still wondering as to whether 
there will be any inducement to trap and what the 
demand for traps will be. 


Europe likewise takes about half of the copper 
that we mine, and consequently all the vast array of 
useful and ornamental things of copper and brass 
should likewise be cheaper. And the problem is will 
they consequently grow in favor and use at the ex- 
pense of all those other household articles of alumi- 
num, tin, and enaméled ware? Contrariwise, the 
smelters of Europe are mostly out of the running 
for the time being, and zinc, or spelter, promises to 
be much higher. Will this affect the sale of all gal- 
vanized ware, and will tinware be used in its place? 
For it is one of the commonplaces of business that 
the consumer, especially the housewife, has a limit 
that is easily reached as to the price she can be made 
to pay for such articles of every-day use as gal- 
vanized washtubs, pails, and the like. . 


_ Every edge tool maker of prominence and every 
large.manufacturer of builders’ hardware has more 
or less trade in Europe, and is now up against the 
problem of where to supply this deficit in his output. 
South America, Africa, and the South Sea Islands 
loom largely, in newspaper reports, as compensating 
possibilities. But the building up of an export 
trade is a long and painful story. The ideas and 
wishes of the new countries must be understood and 
met. South American hardwood needs tools of a 
different temper from those we are accustomed to 
make, and their architecture demands a different 
style of locks and trim from those of this country. 


The manufacture of sheep shears makes compara- 
tively slow progress in this country, and the English 
shear is still the favorite among the Mexicans of 


Continued on page 86 — 
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Group in front of the Mountcastle-Phlegar store on “Children’s Day” in the range demonstration week 


CHILDREN’S DAY INCREASES INTER- 
EST IN RANGE DEMONSTRATION 


By SAMUEL B. TURRENTINE, Jr. 


and attracting attention to our ranges. 
The walking cake, though rather an old 
feature, never fails to bring a good crowd to wit- 
ness the fifteen fat ladies stand on a large cake and 
smash it flat. Two long planks are placed across 
the cake for the ladies to stand on. When the 
cake has been crushed flat the salesman in charge 
of the demonstration places the cake back in the 
oven for about five minutes, during which time the 
cake rises back to its original hight. The cake is 
then cut and served free to all present. The cake 
proves very palatable in spite of its odd treatment. 
The attraction for this feature is apparent. The 
curious, skeptical public is all eyes. The usual talk 
with reference to the Great Majestic Range and its 
air-tight oven is, of course, given to the crowd just 
before the cake is crushed. 


Ww have several methods for drawing crowds 


Children Tell Parents Why They Should Buy Range 


This walking cake demonstration has been given 
several times for the Mountcastle-Phlegar Hard- 
ware Company at Johnson City, Tenn., by the 
writer. 

A comparatively new advertising feature for the 
demonstration is a special children’s day, given on 
Tuesday of the demonstration week. Last fall at 
Johnson City this feature was a great success. The 
accompanying photograph shows the children at 
each side of the range. 

In the newspapers previous to the demonstration 
week, three questions relative to the range were 
mentioned in the body of a large full-page ad. These 
questions were under the heading “Special Child- 
dren’s Day Contest.” The questions were as fol- 
lows: 

1. What range is your mother now using? 


2. Do you know any one needing a new range? 

ho? 

38. WHY SHOULD THE GREAT MAJESTIC 
RANGE BE IN EVERY KITCHEN? 

The child who gave the best and neatest written 
answer to the last question was allowed to select 
any $1 article from the Mountcastle-Phlegar stock, 
in addition to a souvenir “Tango-Hoop” puzzle 
card. The written answers were brought to the 
store on Tuesday between the hours of 3 and 5 p. m. 

Of course, a large number of children were 
present the afternoon of the contest, with their 
answers ready. The crowd was assembled on the 
sidewalk in front of the store. After a little ap- 
propriate talk from my stand on top of a range, 
I asked all the boys and girls to yell “MAJESTIC” 
as loud as they could; then “MOUNTCASTLE- 
PHLEGAR HARDWARE.” By this time we had a 
great many grown folks assembled, curious to know 
what it was all about. 


In the newspaper that same week we published, 


the prize answer together with several other good 


ones, this advertisement occupying half a page, - 


headed, “The Children Tell You Why The Great 
Majestic Range Should Be In Your Kitchen.” Such 
an advertisement would naturally attract the at- 
tention of most readers, for the simple reason that 
it is odd, and that they wonder what on earth the 
children can have to say about a range. 

We.closed that week’s demonstration with the 
splendid record of 25 range sales. 


Have We Got One? 
The statesman who discovers a way to cut expenses 


to meet the deficiency in important duties will have a. 
stronger call on the people than the one who figures : 


out a new method of taxation to meet the trouble.— 


Philadelphia Record. 
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HARDWARE AGE ANALYZED FROM 
THE SALESMAN’S VIEWPOINT 


Editor HARDWARE AGE. 

Dear Sir: Just because I requested you to send 
sample copies of HARDWARE AGE to a friend of 
mine who is opening a new hardware store in 
Idaho you wrote me a letter of thanks. A few 
days afterward I received one from the circulation 
department and have been expecting most any day 
to receive one from “His Hadean Highness.” I 
suppose they have these kind of things on New 
York magazines because I was once a devil on a 
country newspaper. 

You seemed to think that I did something un- 
usual and that you owed me something. The fact 
is I have been in your debt for a good many years 
and you did not know it. About a month ago one 
of your analytical subscribers explained wherein 
he had become indebted to you something like 150 
per cent. on his investment the last year. He had 
it figured out in dollars and cents and was very 
modest in his credits. I will not give you the exact 
amount that is standing to your credit on my con- 
science ledger because you might want to draw 
on me and I would be obliged to dishonor the draft 
and tell you nearly all of the account was out- 
lawed, some of it outlawed a good many years ago. 

I first made the acquaintance of The Iron Age 
in Detroit, Michigan, in 1883. I was then an order 
clerk in a wholesale hardware house and anxious 
to learn the hardware business. In those days, 
wholesale hardware clerks learned all branches of 
the business. It was before wholesale hardware 
houses became departmentized. It was before 
waste paper baling machines were in use. All 
surplus books, catalogs, newspapers and magazines 
were sent to the loft. There I found a stack of 
Iron Ages. I used to spend a good deal of my 
employer’s time reading those magazines. Probably 
it was no worse for my employer, than for the rest 
of the gang to stretch themselves out on the stock 
room ledge or go to sleep in the straw bunk. The 
information I gathered from those old magazines 
were worth several dollars to me. Credit number 
one. 

A little later when I became more familiar with 
the business and better acquainted around the 
place I used to wait for your paper and I think that 
I read most of them before the Boss did. Here I 
credit you again, for value to me for up-to-date 
information. 

In 1886 I went on the road. I found your maga- 
zine in enough of the hardware stores to keep pretty 
well posted on all the new goods going on the 
market, thereby increasing my indebtedness to you. 

In those days very few hardware salesmen had 
printed hardware catalogs. My catalog was a blank 
book, into which were pasted cuts of goods I had 
for sale and wrote the descriptive matter in with 
a pen. : 

We were all the time watching out for printed 
cuts and descriptions of goods we had for sale. It 
is here where the Jron Ages came in pretty handy. 
They furnished me with a great many cuts—here 
is another credit. 

This sort of thing was continued for several 
years and borrowing Jron Ages saved me several 
dollars’ worth of subscription—another credit. 

About 20 years ago I became a regular subscriber 
and do not think I have missed thoroughly reading 
a single issue since then. The information that 
I received while I was in the general hardware 


trade shows a very large per cent. on the invest- 
ment. 

The market conditions, new goods, new lists, 
and important changes in prices, all of which you 
give, have assisted me in getting many an order, 
while on the road—more credit. 

In HARDWARE AGE for a long time has appeared 
various reasons why all hardware merchants should 
subscribe for and read HARDWARE AGE. You seem 
to work the loud pedal of the hardware merchant 
but there are others you slight a little. It is with 
pleasure I notice you are devoting considerable 
attention to the hardware clerk. He is anxious to 
get information. He is the future hardware mer- 
chant and there is no reason why he should not be 
a HARDWARE AGE subscriber now. 

There are other classes of hardware men who 
are anxious for information but you pay very 
little attention to them. The hardware salesman 
and the hardware purchasing agent of the railroad 
and manufacturing trade. 

There are about as many hardware salesmen in 
the country as there are hardware merchants and 
if all the hardware salesmen realized the amount 
of information contained in HARDWARE AGE, your 
subscription list should nearly double. 

About 10 years ago I ceased to be a general hard- 
ware salesman. I do not get into hardware stores 
any more. My time is taken up in the heavy hard- 
ware business.among the railroads and manufactur- 
ing trade. HARDWARE AGE is just as valuable to 
me in my present business as it was when I was a 
general hardware salesman on the road. 

I might go on like this for quite a while but think 
I have taken up too much of your time already, 
but I did so in order to prove to you that other 
classes of hardware men need the HARDWARE AGE 
just as much as the hardware mrechant—and that 
you have a large credit balance due you on the 
conscience ledger of your subscribers. 

Yours truly, 
A. F. WIXSON. 

Marshall-Wells Hardware Co., Duluth. 


War Increases American Manu- 
facturer’s Skate Business 


py eCause of the European war and the inability 

of American buyers to purchase abroad, the 
Brown Spring Ice Skate Company, Webster City, 
lowa, is adding to its force of workmen almost every 
day. In Germany are many skate factories, and 
American wholesalers have bought thousands and 
thousands of skates there annually.—Daily Iron 
Trade. 


The Modern Maid 


ISTRESS—Oh, Mary, didn’t you know you always 
ought to bring me the letters on a salver? 
New Maid—Yes’m, I knew, all right; but I didn’t 
know you did! 


J. S. Harris, formerly of the McIntosh Hardware 
Corporation, Cleveland, Ohio, and more recently as- 
sistant secretary of the National One Cent Letter 
Postage Association, has acquired an interest in the 
Geo. W. Korn Razor Mfg. Company, Little Valley, 
N. Y., where he will make his headcuarters. 
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Congress Not Disposed to Finance Cotton—Export Boom Soon Expected 
By A. A. CHENAY 


WASHINGTON, October 4, 1914. 
ESPITE opposition of Southern members, 
D who desire that the present session shall 
pass legislation to relieve the cotton situa- 
tion, leaders of both House and Senate are today 
confident their plan to have Congress adjourn on 
October 15 will succeed. 

In the informal announcement of this proposed ad- 
journment it is explained that if conditions seem to 
demand it, an extraordinary session may be called 
before the regular short session which is due to 
open on December 7. The only contingency, in the 
opinion of leading members, that would justify a 
reassembling of Congress in November would relate 
to problems growing out of the European war. 


Congress Not Disposed to Finance Cotton 


The Henry bill, upon which Southern members 
have united, proposes that the Government deposit 
$500,000,000 in National and State banks of the 
South to be loaned to cotton planters upon the secur- 
ity of cotton warehouse receipts. There is strong 
opposition to the plan and much bitterness has been 
developed in the House over the attempt of advo- 
, cates of the proposition to insist upon its considera- 
tion at this time. It is extremely doubtful if the 
Henry measure could be passed if it were brought to 
a vote. ; 
An Export Boom Soon Expected 


The opinion is fast growing that our foreign 
sales, at first of food products largely, will so 
rapidly develop as to very markedly quicken indus- 
try and stimulate the general industrial condition 
throughout the entire country. Cotton, it is con- 
fidently predicted, will shortly begin to be called for 
in increasing volume and the present sluggishness 
in this particular market will, as a consequence, be 
very materially dissipated. Natural, rather than 
artificial, means, it is believed, will be found suffi- 
cient to meet the emergency that admittedly does 
now exist with the cotton producers of the South. 

One of the most significant signs of the recovery 
to normal in commercial and business conditions 
of the country is found in the fact, as announced by 
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the Treasury Department yesterday, that during the 
last week in September over $20,000,000 worth of 
general merchandise left the port of New York. 


International Credit Being Restored 


This was a gain of approximately 25 per cent. 
over the preceding week, and over the week ended 
August 22, 125 per cent. The low-water mark for 
American exports, according to compilations of the 
Department of Commerce, was reached during the 
week ending August 8. 

This rapid revival of the export trade is accepted 
as indicating the early advent of favorable interna- 
tional credit conditions, to bridge the gap between 
which and the present strained situation the recent 
commercial “gold pool” was formed. 

Inquiries from British and continental commercial 
concerns seeking American connections come into 
Washington in increasing volume with every mail. 
American consular officers reporting to the Depart- 
ment of State are apparently having an easy time 
in finding trade opportunities abroad for the 
American manufacturer. 

There is little question in the minds of officials 
here concerned with this phase of the situation, 
that an export boom is gradually setting in; that it 
will continue to grow and spread to unaccustomed 
corners of the world; that it will stimulate vastly 
all American domestic commerce and industry. 


Fifth Pan-American Conference 


The fifth Pan-American Conference, to be held 
in Santiago, Chile, during the last week in Novem- 
ber, is being regarded both in this country and in 
South and Central America as the most important 
meeting of its kind ever held. At this time, when 
the United States faces its great opportunity to 
secure unlimited trade advantages with the other 
nations of this hemisphere, the Santiago conference 
is expected to evolve some far-reaching policies and 
methods for the purpose of promoting such com- 
merce. 

While the present administration has not had 
much to say about so-called “dollar diplomacy” 
methods of exploitation, officials close to the Presi- 
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dent are looking to this commission to work out 
certain practical ways and means for giving the 
United States many more commercial advantages 
with South America than it has heretofore enjoyed. 

The American personnel of the South American 
commission will include Supreme Court Justice La- 
mar, Frederick W. Lehman, former. Solicitor-Gen- 
eral, John Bassett Moore, and a number of promi- 
nent practical economists. American business men 
will be asked to confer with the commission and 
offer suggestions regarding just what is needed 
in the way of agreements and plans in order’ to 
best promote the commerce between North and 
South America. 


New Currency System Ready November 1 


The Federal Reserve Board has completed the 
directorates of seven of the regional reserve banks. 
Directors of the remaining five banks will be an- 
nounced shortly, and it is the confident expectation 
of Treasury officials that the new banking and cur- 
rency system will be in operation by the first of 
November, possibly even a week before that date. 

While there has been much criticism among mem- 
bers of Congress because of the delay in putting the 
new Federal Reserve Act into operation, it is the 
contention of members of the governing board here 
that they are fully justified in proceeding cau- 
tiously with the inauguration of such an important 
establishment as will be the future national banking 
and currency system. 

Secretary of the Treasury McAdoo, in whom is 
vested authority to declare the new organization 
operative, believes that all the essentials incident 
upon the proper establishment of the twelve 
regional banks should be provided for before the 
doors are open for business. Undoubtedly it will 
be admitted later along that this deliberate policy 
has made for the increased soundness of the new 
American fiscal system. 


Coming Hardware Conventions 


THE ANNUAL MEETING OF THE AMERICAN HARD- 
WARE MANUFACTURERS’ ASSOCIATION, held in con- 
junction with the National Hardware Association, 
will be at the Marlborough-Blenheim Hotel, Atlantic 
City, October 28-29-30. F. D. Mitchell, secretary- 
treasurer, 1510 Woolworth Building, New York. 

THE NATIONAL ASSOCIATION OF HARDWARE SEC- 
RETARIES, Chicago, October 13, 14 and 15. La 
Salle Hotel. W. P. Lewis, secretary-treasurer, 
Huntingdon, Pa. 

OKLAHOMA HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Oklahoma City, December 8, 
9, 10, 1914. W. B. Porch, secretary, Mustang. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Chicago, January 12, 13, 14, 15, 1915. L. 
D. Nish, secretary, Elgin. 

MISSOURI RETAIL HARDWARE ASSOCIATION AND 
MISSISSIPPI VALLEY IMPLEMENT AND VEHICLE AS- 
SOCIATION will hold their annual convention in St. 
Louis, January 19, 20, 21, 22,1915. F. X. Becherer, 
secretary, 5136 North Broadway, St. Louis. 

PACIFIC NORTHWEST RETAIL HARDWARE AND IM- 
PLEMENT ASSOCIATION CONVENTION, Spokane, 
Wash., January 20, 21, 22, 1915. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, Wash. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Waco, January 26, 27, 28, 1915. Henry Marti, 
secretary, Dallas. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, January 26, 27, 28, 29, 1915. 
M. L. Corey, secretary, Argos. 
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Increased Passenger Rates Stand | % 


The Interstate Commerce Commission ‘has de- 
clined to suspend tariffs of railroads operating in 
Eastern trunk line territory, providing for an in- 
crease in the charge for mileage books from 2 cents 
to 2% cents .a mile, effective October 1. Many 
protests have been filed with the commission, both 
by organizations and individuals. The commission 
ordered, however, that all unused portions of 2-cent 
mileage books must be honored by the roads as 
usual. ~ , 

The Eastern carriers are preparing their case 
for the hearing late this month regarding advances 
in freight rates. Unusual interest attaches to this 
re-opening of the now famous 5 per cent. advance 
rate case, as it is persistently reported that the 
commission will find it necessary to reverse its pre- 
vious order which denied, in large measure, the re- 
lief asked for by the carriers. 


Changes in War Tax Measure 


With the Senate Finance Committee still consid- 
ering the war tax bill, the indications are that the 
House measure will be changed in several impor- 
tant respects. This emergency revenue bill will be 
reported to the Senate tomorrow or Tuesday, and 
will encounter, as it did in the House, strong oppo- 
sition from the Republicans. There is no doubt, 
however, of its ultimate approval. 

Elimination of the bank tax and a tax on checks 


-and certificates of deposit instead seems probable. 


A tax on automobile sales, rather than on gasoline, 
continues to meet with favor in Senate circles. The 
probability also is for an increased tax on beer and 
rectified spirits, together with special tobacco taxes 
on dealers and manufacturers. The Senate commit- 
tee is reported to be seriously considering the 
elimination of taxes on casualty and fire insurance 
policies. 
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WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, February 3, 4, 5, 1915. P. J. 
Jacobs, secretary, Stevens Point. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Omaha, February 9, 10, 11, 12, 1915. 
Nathan Roberts, secretary, Lincoln. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Saginaw, February 9, 10, 11, 12, 1915. 
A. J. Scott, secretary, Marine City. 

NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, February 17, 18, 19, 1915. N. C. 
Barnes, secretary, Grand Forks, N. Dak. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cincinnati, February 16, 17, 18, 19, 1915. 
Headquarters, New Gibson Hotel. Jas. B. Carson, 
secretary, Dayton. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION, Boston, Mass., February 22, 23, 24, 
1915. Geo. A. Field, secretary, 176 Federal street, 
Boston. | 

KENTUCKY RETAIL HARDWARE AND STOVE DEAL- 
ERS’ CONVENTION, Lexington, February 23, 24, 25, 
1915. Headquarters, Phoenix Hotel. J. M. Stone, 
secretary, Sturgis. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, February 23, 24, 25, 26, 1915. 
H. O. Roberts, secretary, Metropolitan Life Build- 
ing, Minneapolis. 

SoUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Mitchell, March 2, 3, 4, 5, 1915. E. C. 
Warren, secretary, Pierre, S. Dak. 
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Quite Correct 


HE traveler had spent the night at the station 
hotel, and in the morning, after a hurried break- 
fast, found himself with only five minutes in which to 
catch his train. He made a helter-skelter progress to 
the platform, and then suddenly remembered that he 
had left his dispatch case, containing valuables, on the 
dressing table in his bedroom. After a moment’s hesi- 
tation he seized his baggage from the porter. 

“Quick!” he cried. “Run up as fast as ever you can 
to number sixty-nine and see if I have left a green 
morocco dispatch case on the right hand corner of the 
dressing table.” 

The youth ‘departed like lightning, and the traveler, 
hanging out of the carriage window, watch in hand, 
timed the passing moments with augmenting anxiety. 
The train was on the move as the porter sprang along 
the platform, empty-handed. , 

“Yes, sir,” he panted, “that’s right, sir; you left it on 
the corner of the dressing table, sir!” 


Why They Kept Quiet 


A CLERGYMAN who had been annoyed during his 
sermon by whisperings and movements stopped 
abruptly and said: 

“Some time ago, while delivering my sermon, I was 
frequently interrupted by a man who gesticulated, 
moved about and whispered to his neighbors, and at 
last I addressed to him a sharp reprimand for his un- 
seemly conduct. When the service was over my clerk 
asked if I was ignorant of the fact that the person 
addressed was an idiot! I have since then always hesi- 
tated to reprimand any of my congregation for inter- 
rupting me, for fear that I may be addressing an idiot, 
who is not responsible for his actions.” 

Silence reigned throughout the remainder of that 
sermon. 


Charity 


NE of the women belonging to the Mothers’ Club 
at the Settlement House came to excuse herself 
from the meeting with her face swollen and highly dis- 
colored. She was hiding it with a shawl and she ex- 
plained earnestly: “He wouldn’t have done it for any- 
thing, not for a hundred dollars. But he wasn’t him- 
self, and I said something that crossed him. Then he 
done it, but he’s sorry. I black awful easy, anyway.”— 
Exchange. 


‘An Eye to Business 


YOUNG suburban doctor whose practice was not 
very great sat in his study reading away a lazy 
afternoon in early summer. His manservant appeared 
at the door. 
“Doctor, them boys is stealin’ your green peaches 
again. Shall I chase them away?” 
The doctor looked thoughtful for a moment, then 
leveled his eyes at the servant. 
“No,” he said.—Lippincott’s. 


éé¢¢NONDUCTOR,” inquired the nervous old lady, 
“‘which end of the car do I get off?” 
“Either end, madam,” replied the polite conductor; 
“both ends stop.”—Exchange. 


. 
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Indispensable 


A YOUNG man who had recently assumed the man- 
agership of a popular typewriter concern in a 
certain city, decided to visit several of his new custo- 
mers and obtain their opinion of the machine, that he 
might show the company just how he was succeeding. 
“How do you like your new typewriter?” he asked 
the first customer he visited. 

“It’s immense!” enthusiastically replied the man. 
“Really, I wonder how I ever got along without it!” 

‘That’s fine!” said the young fellow, much pleased. 
“Would you be willing to give me a little testimonial 
ty that effect?” 

“Why, certainly I will,” said the man, taking a seat 
at the machine. “I’ll do it gladly.” 

And, rolling up his sleeves, he pounded out the fol- 
lowing: 

“afted Using thee automatig Back-action atype 
writ,er for thre emonth$an d Over. I unhesitatinggly 
pronounce it prono nce it to be al ad even more than 
thee Manufacturs claim? for it. During the time been 
in our possessio e. i, th ree monthz! id has more th an 
paid for for it$slf in the Saveing oF time an d labrr?’ 

john 1 Snith.” 
—Exchange. 


Dogs Wanted 


CONNECTICUT man, while visiting New York, 

decided that he needed a bulldog at his country 
home, and his wife and son admitted that he did. Un- 
fortunately, however, the three could not agree in a 
choice, so finally the father bought three dogs, the 
selection of each, from three different dealers. 

As the family were to spend the summer in the White 
Mountains, he gave instructions to have the dogs 
shipped to his destination there, at the same time wiring 
the stablekeeper at the hotel to be on the lookout for 
the dogs and to care for them until he arrived. A few 
days later he received this reply: 

“Dear Sir: Your three bulldogs arrived all right last 
night on the same train. I locked them up together 
last night in a box-stall. 

“Yours truly, SAM WHEELER. 

“P. S.—We have only one box-stall. 

“P. S.—You will have to buy some more dogs.”— 
Exchange. 


Not for Him 


éé ND,” concluded the Sunday school teacher, “if 
you are a good boy, Tommy, you will go to 
heaven and have a gold crown on your head.” 
“Not much,” said Tommy; “I had one of them things 
put on a tooth once.” 


OHNNY had been very excited all morning, and 
finally burst out with: 
“We have a baby girl at our house, teacher; Dr. 
Moore brought her.” 
Immediately another small hand was frantically 
waved in the air, and a little voice piped: “We take 
off of him, too, Miss Brown!” 


* 


Drink goes to the prodigal’s head because nature 
abhors a vacuum.—Ewchange. 
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Suggests Stove and Range Displays 


at Fairs 


Editor HARDWARE AGE: 


Dear Sir: Acknowledging your favor of the 10th 
inst. relative to heaters and range sales, beg to ad- 
vise that we do nothing with stoves, consequently 
are not in position to give you any suggestions 
based upon practical experience. There have been 
so many good things suggested at the different hard- 
ware conventions it would not be hard, it seems, for 
any one that ever attended a convention to arrange 
a plan to increase his sale of goods along this line, 
and arrange it to suit his own individual require- 
ments. 

It might be that our experience along other lines 
would be of some interest and could be applied to the 
stove and range proposition as well as to others, 
that is, the display at the county fair. The fair in 
this county is held at the county seat, a town about 
sixteen miles from here, and last season we erected 
a tent on the ground, the space for which cost us 
nothing. The only requirement was that we buy a 
season ticket, which cost us $1. We had our own 
14 x 18 wall tent, and in this we put a complete line 
of cream separators and a few power washers, the 
motive power for these machines being derived from 
a gasoline engine, which one of our friends wished 
to exhibit in this tent. Then in the main exposi- 
tion building we leased the entire center space and 
sublet one-half of it to a piano house, we reserving 
the front section nearest the main entrance, and in 
this we placed floor cases containing high-grade cut- 
lery, percolators, chafing dishes and lines not found 
in all hardware stores. This exhibit was seen by 
several hundred people, and we know of sales that 
have resulted from it. 

It would seem to us that there is a splendid oppor- 
tunity along this line for an exhibit of stoves and 
ranges, and one that could be made quite attractive. 

Very truly yours, 


Canton, IIl. R. L. MASON. 


A Waste of Time 


J S. OGDEN, a prominent hardware merchant at 
¢ Ashland, Ky., and vice-president of the Ken- 
tucky Hardware & Stove Dealers’ Association, re- 
cently spent an evening in Cincinnati with a cor- 
respondent of HARDWARE AGE. Being chuck full of 
nervous energy, Mr. Ogden proposed a trip to see 
some of Cincinnati’s show windows, with the hope 
of getting some good ideas for his own establish- 
ment. The last place visited was a hardware store 
having a window display of Big Ben clocks. These 
were all running and with the alarms set for dif- 
ferent intervals. 

In the crowd that had gathered before this win- 
dow there was a dignified looking gentleman who 
was copiously shedding tears, and who seemed to 
be under a great mental strain, although he showed 
no signs of having dined unwisely. Being of a 
tender-hearted disposition, Mr. Ogden touched this 
individual on the arm to ascertain if he could be 
of any assistance to him, and asked him what he 
was crying about. His reply, accompanied by an 
increased lachrymose exhibition, was, “I was just 
weeping over all that big waste of time.” 

Just then Mr. Ogden and his friend remembered 
that it was train time. Anyway, he said, “I have 
learned that if you have a display of alarm clocks 
in your window, when your store is closed, it will 
certainly draw a crowd to have them running and 
the alarms set.” 
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Anniversary of E. C. Simmons 


bles Simmons Hardware Company, St. Louis, Mo., 

is sending out an attractive souvenir in com- 
memoration of the seventy-fifth anniversary of the 
E. C. Simmons, the founder of the company. The 





E. C. Simmons who celebrated the seventy-fifth anni- 
versary of his birth on September 21 


upper half of this souvenir card shows a portrait 
of Mr. Simmons, below which is the following in- 
scription: 
E. C. SIMMONS 
SEVENTY-FIFTH ANNIVERSARY 
BORN SEPTEMBER 21ST, 1839; FREDERICK, MD. 
January Ist, 1853, 
entered the Hardware business in St. Louis. 
September 21st, 1914, 
at Seventy-five, Mentally Keen, Physically Active, 
and 
“Still on the Job.” 
“A JOBBER’S FIRST DUTY IS TO HELP HIS 
CUSTOMER TO PROSPER’—E. C. Simmons. 


Peerless Freezer Company’s Policy 


§ hie: Peerless Freezer Company of Winchendon, 
Mass., whose product has been well known to 
the trade for more than 40 years, is enlarging its 
facilities for the manufacture of the Peerless 
freezer by the addition of two new buildings, one 
60 x 60, three stories, the other 40 x 120, three 
stories. J. C. McCarthy & Co., 29 Murray street, 
New York, is the selling agent, and the policy of 
the company is to sell exclusively through the job- 
bing trade and to have a mixed policy as to price 
and method of sales. The Peerless freezers are 
made in sizes from one pint to 40 quarts, operated 
by hand and power. 


Cincinnati to Be Scene of Next 


Ohio Retail Convention 


HE 1915 convention of the Ohio Retail Hardware 

Association is scheduled for February 16-19, 

at Cincinnati. The exhibit will be held in the Music 
Hall. 














EDITORIAL COMMENT 


Our Bloodless War 
of Business-Building 


HE machine-gun rattle of* air-hammers, 


used in the construction of steel skyscrap- 

ers, continually beats out the message 

that we are waging a war of progressiveness. 

The boom of falling walls marks the destruc- 

tion of old buildings and gives evidence of our 

further advance, while our commercial field- 

generals prepare for still greater, more exten- 
sive operations. 


Hordes of buyers, armed with almost in- 
terminable lists of postponed purchases, are 
mobilizing for advances upon the stores of our 
country. : 


Out in our unequalled western territory the 


farmer has harvested his wheat and will soon 
crowd into already bulging granaries the ex- 
cellent yields of corn and oats with which nature 
has favored him. These products are being 
contracted for at hitherto almost unknown 
prices. The gold which is the fruit of these 
endeavors will be converted into a wonderful 
war-chest of well-nigh limitless proportions. 


We face a great war, the greatest of our his- 
tory; it will be a bloodless one. Before us are 
new fields to be conquered, new trade to be ac- 
quired. We go armed with the best produc- 
tions of the world, unlimited confidence and 
unequaled resources. The streams we loose in 
our operations are of gold, not gore. 


We are peculiarly and happily isolated. Only 
the flaring headlines of the papers inform us 
that another kind of war is in progress. We 
shudder as we admit that such a war is “Hell,” 
but turning our thoughts to our own condition 
we must admit also that our peace, like silence, 
is golden. 


We are suddenly thrust into a time which 
develops big men and big commercial events. 
Opportunity is flung at our very feet. Itis a 
time for concerted, optimistic endeavor—a time 
to firmly grip the golden spoils which will be 
the fruits of our progressive action—a time to 
earnestly wage our bloodless war of business- 
building. 


Prosperity’s Progress 


HERE could hardly be better reading for 
those looking ahead than the order 
recently for 110,000 barrels of flour. 

It is for foreign use, and is the largest ever 
placed, but is far from being the only one of 
the kind. Galveston has just shipped its first 
cargo of wheat to Greece, being the beginning 
of a campaign of buying here by that Govern- 
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ment. The order is smaller, but is more im- 
portant than the other. That stands by itself, 
and is ordinary except in respect to its size. 
The Greek order is distinctly part of our new 
prosperity, wherein American goods are to be 
sold for American dollars, and the shipment, 
like the payment, is to be direct between the 
United States and “abroad.” For this purpose 
Greece has sent here her Consul General, and 
has opened credits with three banks of this city, 
which are to correspond directly with the Na- 
tional Bank of Greece. Mr. Vassardakis associ- 
ates this movement by his Government with the 
establishment of our Federal Reserve system’s 
facilities for foreign trade, of which Greece 
wishes to avail itself for the purpose of mak- 
ing that country the intermediary between the 
United States and the Balkans and the Orient. 
War supplies are the smaller part of this be- 
ginning of a new business. General merchan- 
dise is being taken by the cargo, for the simple 
reason that the goods are not obtainable else- 
where while the leading commercial nations of 
the world are preoccupied with their quarrels. 


According to the Journal of Commerce, 
1,500,000 blankets could be sold for December 
delivery, if they could be made. There is one 
order for 500,000 blankets for soldiers and 
another for 200,000 for mules. This foreign 
buying here comes on top of the cancellation 
of foreign purchases by American buyers. 
American mills which had been on part time 
for months have been ordered on full time and 
overtime to supply the deficiency in our im- 
ports of these goods. Within the past day or 
two the Carnegie Company has taken an order 
for 17,000 tons of steel for Australia which 
could not be bought abroad, and the Bethlehem 
Company is distributing foreign orders which 
exceed its large facilities for prompt delivery. 
England is as keen for capturing German trade 
as German ships or soldiers, but she has to 
come here to prepare herself for her trade con- 
quests. One British order is for $1,000,000 
worth of machinery which ordinarily Germany 
would have supplied. 


These are elements of prosperity due 
directly or indirectly to the war, but there 
are sections of the country which, in a busi- 
ness sense, are not aware that there is a war. 
Out in St. Paul they are expecting the best 
times they have ever known. They are not 
asking anything from Washington, and do not 
depend for their good times upon anybody 
going to jail. Even the Minnesota railways are 
prosperous, the Interstate Commerce Commis- 
sion to the contrary notwithstanding. They 
are laying off no hands thereabout, and are 
going to raise bigger crops next year. Inci- 
dentally it may be remarked that the Produce 
Exchanges are open and the Cotton Exchanges 
are closed. It may be a mere coincidence that 
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the grain markets are booming and that the 
cotton trade does not know where it is “at” 
for lack of professional market, the substitute 
provided by philanthropic amateurs not meet- 
ing the case. 


These are not dreams. They are the real 
thing, as is proved by the New York Custom 
House statement just published. In the week 
before the war fourteen millions of dollars’ 
worth of goods were exported from New York. 
After the war began the exports from New 
York dropped to something over eight millions 
of dollars. For the last week of September 
the exports from this district were $20,032,132, 
or more than three millions above the same 
week last year. Those millions of goods come 
from everywhere and go everywhere. It is a 
proof that there is business for those who want 
to do it, if only their goods and their prices 
are right—New York Times. 


Commercial Patriotism 


HE war has emphasized the fact that many 
products are ordinarily imported that 
could and should be manufactured in 

America. Now that the source of supply is tem- 
porarily paralyzed we find ourselves in need of 
these products and buyers are inquiring why 
American manufacturers are not taking advan- 
tage of the wonderful opportunities that are 
presented. 


Some interests have seriously investigated 
the possibilities of entering into the manufac- 
ture of some of these goods, silks, toys, dyes. 
In some cases sentiment has been tested, to 
know if the government would provide some 
kind of protection, in event of resumption of 
foreign competition, and this has been classed 
under the general head of an appeal for sub- 
sidies. For such actions the various interests 
have been declared spineless, unprogressive. 


In the natural order of things a manufac- 
turer should not require a subsidy to encourage 
his entrance into a private enterprise. It is 
regrettable that conditions should warrant such 
favors being sought, equally regrettable that 
our commerce should suffer through the fact 
that we are not producing at home those things 
‘ we could produce. 


Yet, after all, at whose door should the blame 
for such a state of affairs be placed? No in- 
telligent man will invest in an enterprise that 
does not promise profit. In our present need we 
are willing to pay prices equal to those asked 
by foreign manufacturers, more if necessary. 
Will this still be our attitude when peace has 
been accomplished and international commerce 
resumed? Not unless there is a radical change 
in the patriotism of our buyers. 


The American public seems peculiarly sus- 
ceptible to the lure of foreign-made goods. The 
brand “Made in Germany,” “Made in England,” 
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“Made in Austria,” or, for that matter, made 
anywhere except in the United States seems to 
increase the value of an article in our opinions. 
The hardware salesman boasts to the customer 
that a knife is good because it was made in 
Germany or England; that enamel ware is of 
particular quality because it was made in 
Austria. The Paris-made gown makes a woman 
a fit subject for envy, according to our present 
standards; we willingly pay twice the price for 
an imported hat that we would for its American 
duplicate. 


In the face of these conditions is it at all 
wonderful that men with capital hesitate to 
embark upon the manufacture of goods the 
trade has become accustomed to buy of foreign 
concerns? Is there any assurance that with the 
resumption of foreign commerce the “foreign- 
made” consumer will remain loyal to the Amer- 
ican manufacturer who relieves the present 
condition ? 


What we need in this country is more com- 
mercial patriotism. . Patriotism which will so 
imbue the buyer that he will turn to foreign 
sources of supply only as a last resort, a patriot- 
ism that will cause every salesman to show 
American-made goods first of all, and to talk 
them with all the confidence that he has in his 
native land. 


Let such a state of mind be brought about 
‘and there will be fewer appeals for these sub- 
sidies ; there will be fewer accusations of spine- 
less capitalists; there will be more consumers 
in whose minds the manufactures of American 
concerns will reach a new high standard. 


“Made in America” 


N the last issue of HARDWARE AGE promin- 
ence was given the “Made in America” 
campaign that is being run by the Amer- 

ican Hardware Manufacturers’ Association, and 
a standard label on which is inscribed “Buy 
Goods Made in America. Keep American Work- 
men Busy. Keep the Money at Home” was 
illustrated. A very prominent American manu- 
facturer, who has a splendidly established 
foreign trade, sees in this label a grave danger 
if used on shipments going to points outside of 
the United States. “Buy Goods Made in Amer- 
ica” he said is a good slogan anywhere, but 
supposing a Canadian firm should receive a 
shipment of American goods and see staring 
him in the face a strongly lettered label which 
said “Keep American Workmen Busy. Keep 
the Money at Home.” Would the impression be 
favorable or would it be antagonistic? There 
is only one answer, and what applies in such a 
marked degree to the Canadian manufacturer 
is true in a lesser degree to foreign buyers who 
are not quite as close neighbors as our friends 
in the immediate North. The observations of 


this manufacturer may well be termed “con- | 


structive criticism.” 
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Trade Conditions and Iron, Steel and Hardware Prices 





Notable increase in foreign inquiries for 
wire rods, wire nails, billets, sheet bars and 
sheets. 

The United States Steel Corporation is re- 
ported to have sold from 15,000 to 20,000 tons 


of sheet bars for shipment abroad, and it is 
said that the amount may be increased to 
rags tons or more before October has 
ended. 





MARKET SUMMARY FOR THE BUSY READER — 


In some sections of the West some very 
favorable reports are made by hardware re- 
tailers, their records comparing well with 
those of last year. 

Manufacturers interested in horse shoes 
and horse nails, ammunition, saddles, army 
blankets, military clothing and kindred sup- 
plies are in receipt of excellent orders which 
it is reasonably expected will widen in scope 
and increase in volume. 
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Office of HARDWARE AGE, 
Pittsburgh, Pa., October 6, 1914. 


HE extreme dullness ruling in the steel business 
for many months, and more especially since the 
war broke out on August 1, is becoming more intensi- 
fied, and there is little chance of any improvement in 
conditions in the remainder of this year, and probably 
not in the first quarter of next year. About the only 
encouraging feature that has come out in the past 
week is the notable increase in foreign inquiries, more 
especially for wire rods, wire and wire nails, billets, 
sheet bars and sheets. It is understood the United 
States Steel Corporation, which has a most splendid 
organization for handling foreign trade, is capturing 
some very nice orders for shipment to the other side, 
and is laying its plans to very materially increase its 
foreign business. 
the past in the fact that in some cases, steel in its 
various forms for shipment abroad has been sold at 
a lower price at shipping point than was charged to 
domestic consumers.. The answer to this argument is 
that in nearly all cases where American manufacturers 
sent their products abroad, they had to meet competi- 
tion of foreign mills, and it is often necessary to make 
a low price to get the business. At the same time, it 
should be remembered that the workmen who make 
the steel for shipment abroad, are paid the same rate 
of wage for it as though it was intended for domes- 
tic use. It is said that already the Steel Corporation 
has sold from 15,000 to 20,000 tons of sheet bars for 
shipment abroad, and that the amount may be in- 
creased to 100,000 tons or more before October has 
ended. England for years has been buying her billets 
and sheet bars mostly from German mills, but under 
present war conditions in that country, the needs of 
England for billets and sheet bars will be less than 
under normal conditions. One fact has already been 
brought out, and that is that prices being asked by 
American steel makers for billets, sheet bars and other 
products are too high, and the fact that England can 
supply a large part of its needs has resulted in that 
country securing somewhat lower prices on this side. 
The foreign demand for wire products is heavier than 
for any other forms of finished material. At present 
there are inquiries up for fully 25,000 tons, including 
wire rods. A local steel company has made three or 
four shipments of open-hearth wire rods to England, 
two of 2000 tons each, and has other lots under ne- 
gotiation. Plates also form a very important part of 
the foreign inquiry, one mill having sold 12,000 tons 
for a water line to be built in Australia, and at the 
present time inquiries are in this country from Rus- 
sia for 10,000 tons of plates. The prices now being 
quoted by American mills on foreign inquiries are 
probably from $1 to $2 lower than were being quoted 
early in August, when the idea prevailed that the whole 
world would soon have to turn to the United States 
' for its supply of steel. 
Another notable inquiry in the market is one for 
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Some objection has been found in’ 


100,000 tons of sheets from England for the building 
of barracks for winter quarters for its soldiers. It is 
stated that England has already bought 30,000 tons, 
but it is not likely any of this business will be allowed 
to go to American mills. Prior to the war, British ex- 
ports of sheets were amounting to nearly 60,000 tons 
of sheets per month, and as exports have been entirely 
cut off, the output of the English sheet mills will be 
used at home. The development of foreign trade is 
going to be an interesting study, and there is no doubt 
but that it is going to take longer to build up a for- 
eign trade than was first supposed, when the war 
broke out. All the countries engaged in the war, and 
also South America, are in unsatisfactory financial 
condition, and it will take some months to arrange 
the matter of credits before foreign trade can be car- 
ried on vigorously. The above is the favorable side 
of the steel situation, as it is seen this week. 

The unfavorable side is the fact that on Wednesday, 
September 30, the Carnegie Steel Company of Pitts- 
burgh posted notices at all its steel plants in western 
Pennsylvania and eastern Ohio that are governed by 
wage agreement, stating that it desires to terminate 
the present wage agreements on January 1; 1915. 
Under the terms of these wage agreements it is neces- 
sary for either side to give 90 days’ notice before any 
changes can be made in existing wage rates. The Car- 
negie Steel Company has taken advantage of this 
clause, and unless there is very decided betterment in 
the steel business within the next three months, it is 
practically certain that the Carnegie Steel Company 
will make material reductions in wages of tonnage 
men, and in fact, all kinds of labor, to be effective from 
January 1. If this is done there is no doubt but that 
all other steel companies will take the same action. 
The feeling is that if present unsatisfactory conditions 
regarding volume of business, with low prices ruling 
for iron and steel products are to continue, labor will 
have to bear its share of the burden. 

The new demand for steel products of all kinds, and 
also specifications against contracts continues quiet, 
and no betterment is looked for during the last quar- 
ter of the year. On Monday, October 19, the Inter- 
state Commerce Commission will open up again the 
freight rate question, and it is the general belief that 
at this second hearing the railroads wiil be granted 
the full 5 per cent. increase in freight rates that was 
partially declined them when the first hearings were 
held. There is no indication now of the railroads 
being heavy buyers of steel in the near future, and the 
steel mills are so hard up for work that they have 
rolled some railroad material already, and have given 
it 1915 billing. This was done in order to afford some 
work that was badly needed. 

Prices on all kinds of steel products are weak, and 
on plates, shapes and bars if any large business was 
offering there would be no trouble in shading the 1.20c. 
price $1 a ton, and perhaps more. Mills are all badly 
in need of work, and will shade prices slightly, if neces- 
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sary, to secure orders. There have been some ccn- 
tracts placed for steel bars, including one for 7000 
tons at Cleveland for delivery in the first half of next 
year. The mills are not willing to shade 1.20c. on steel 
bars for first half, and some steel bar mills will not 
sell at that price. Some very low prices are being 
made on common iron bars, these having sold at 1.05c. 
in Chicago, and it is hinted that 1c. has been done. 
There has also been some weakness in billets and sheet 
bars, and the three leading Youngstown, Ohio, mills 
have reduced open-hearth and Bessemer billets from 
$21 to $20, and open-hearth and Bessemer sheet bars 
from $22 to $21 per ton. The present stagnation in the 
steel business is the worst that has occurred for about 
20 years, and no daylight is visible yet. 

Not much can be said in regard to the hardware 
trade in this district that has not already been printed. 
The volume of business is fairly large, but retail hard- 
ware dealers and consumers are buying only for actual 
needs. The volume of orders is large in number, but 
small in quantity. Prices are only fairly steady and 
on some lines are weak. 

The financial situation is no worse, and in some 
places is reported a little better. Collections as a 
rule are unsatisfactory. 


WIRE NaliLts.—A feature of the wire nail market is 
the heavy export inquiry from England and other for- 
eign countries. Several Pittsburgh makers of wire 
nails and also the Youngstown Sheet & Tube Company 
of Youngstown, Ohio, have sold fair-sized orders for 
export to England, and one or two other foreign coun- 
tries. The domestic demand for wire nails is quiet 
and only for small lots, while specifications are not 
active. The quantity of wire nails sold at the $1.60 
price has been relatively small, but it is said the mills 
are adhering rigidly to this figure on new inquiries. 
Most of the shipments now going out from the mills 
are at the $1.55 price, and contracts at $1.50 have been 
pretty well cleaned up. There is more activity among 
the wire nail mills at present than for some time, and 
operations are at a large rate. This is due in part 
to the increased foreign inquiry. 


We quote wire nails as follows: In carload lots to jobbers, 
$1.60, f.o.b. Pittsburgh, freight added to point of delivery. 
Jobbers charge the usual advances over these prices for 
small lots from store. 

Cut NaILts.—The new demand is only fair and for 
small lots to meet current needs. Specifications against 
contracts are moderate, but prices are only fairly sat- 
isfactory. 


We quote nails at $1.60 to $1.65 per keg in carload and 
larger lots to jobbers; carloads to retailers, $1.65, f.o.b. Pitts- 
burgh, terms, 60 days, or 2 per cent. off for cash in 10 days, 
freight added to point of delivery. 

BARB WIRE.—Conditions in the barb wire trade are 
unsatisfactory. The new demand is quiet, and usually 
at this time of the year there is a heavy demand for 
barb wire from the South, but owing to the fact that 
the cotton growers have not been able to sell their 
crop, the effect has been to largely curtail demand for 
barb wire from that section. There are fairly large 
inquiries for barb wire from England, Russia and 
other countries, and some business has already been 
closed up. 


We qucte painted barb wire to jobbers, $1.60; galvanized, 
$2.00 in carloads to jobbers, usual terms, freight added to 
points of delivery. Jobbers charge the usual advances for 
small lots from stock. 

FENCE WIRE.—Makers report that there is a mod- 
erate demand for fence wire from the West and North- 
west, but the demand from the South this year has 
been dull. Consumers in the Central West are not 
buying very freely and the war situation in the fence 
wire trade has not been very encouraging. It is not 
believed the demand this fall will be nearly so heavy 
as expected. Prices are reported quite firm. 

Prices in effect are as follows: Annealed fence wire in car- 
load lots to jobbers, $1.40 base; galvanized, $1.80, with the 
usual advances charged to jobbers for small lots from store. 

NuTs, BOLTS AND RIvVETS.—Conditions in these prod- 
ucts are very unsatisfactory, new demand being dull 
and discounts more or less shaded. Both structural 
and boiler rivets are quiet in demand, and prices are 
low. Structural rivets are selling at 1.50c., and boiler 
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rivets at 1.60c., and if any large business is coming 
out, these prices would be shaded. 


We quote button-head structural rivets in carload lots 
at 1.55c., and in small lots at 1.65c.; cone-head boiler rivets, 
1.65¢. in carload lots and 1.70c. in small lots, with terms 30 
days net, 2 per cent. for cash in 10 days. Discounts on nuts 
and bolts are as follows in lots of 300 lb. or over, delivered 
within a 20c. freight radius of maker’s works: 


Coes Gs Se a kode ceeucdcce ce 80 and 5% off 
Small carriage bolts, cut threads........... 80% off 
Small carriage bolts, rolled threads... .80 and 5% off 
RSG GPT Re. Ws 6b cccccc tdccebces 75 and 5% off 
Small machine bolts, cut threads...... 80 and 5% off 
Small machine bolts, rolled threads. ..80 and 10% off 
Large machine bolts .......ccccceees 75 and 10% off 
Machine bolts, c.p.c. & t nuts, small........ 80% off 
Machine bolts, c.p.c. & t nuts, large....75 and 5% off 
Square h.p. nuts, blank and tapped...... $6.30 off list 
TL Ad cv eink dhawae agua amen kos $7.20 off list 
C.P.C. and r. sq. nuts, blank and tapped. $6.00 off list 
Hexagon nuts, 5% and larger........... 7.20 off list 
Hexagon nuts, smaller than % in....... $7.80 off list 
Cub. PERE DEO MR cic csdecetbicvi< $5.50 off list 
CP. pinin ResOmom Mute... oc ccwececceves $5.90 off list 


Semi-fin. hex. nuts, % in. or under. .85,10 & 10% off 
Semi-fin. hex. nuts, % in. and larger. . .85 &5% off 
Rivets, 7/16 x 6%, smaller & ~seneet 80, 10 & 5% off 


Rivets, tin plated, packages...... ,10 and 5% off 
Rivets, metallic tinned, packages.. 30 10 and 5% off 
Standard cap SCTeWS .........eec- 70, 10 and 10% off 
Standard set-ScrewS ........se6- 75, 10 and 10% off 


SHEETS.—The new demand for black and galvanized 
sheets is fairly heavy, but specifications in September 
showed a falling off as compared with August. The 
decline in prices of spelter has weakened galvanized 
sheets to some extent, and 2.95c. is now being named 
and in exception cases 2.90c. on desirable business. As 
a rule sheet mills are operating to only 50 to 60 per 
cent. of capacity, and the outlook for winter months 
is not bright. 

The minimum of the market on Nos. 9 and 10 blue an- 
nealed sheets is 1.40c. to 1.45c., 2c. for No. 28 Bessemer black 
and 3c. for No. 28 galvanized. A few mills might shade 
out prices on black and galvanized not more than $1 a ton 
on specific orders for prompt shipment. Makers’ prices for 
mill shipment on sheets of U. S. standard gauge, in carload 
and larger lots,-on which jobbers charge the usual advance 
for small lots from store, are as follows, f.o.b. Pittsburgh, 
terms 30 days net, or 2 per cent. cash discount in 10 days 
from date of invoice: 


Blue Anzealed Sheets 


Cents per Ib. 
ee fe re ee Coe > eee Sa 1.40 to 1.45 
PO Oe Be Sb a-daw ode baeldke eo eetabes 1.45 to 1.50 
Be a OD Re rn ee oe 1.50 to 1.55 
Deen i See as oS asl ae a beh eax eeees 1.60 to 1.65 
Pee “SO RM Asko he chek we eK es Caebbestt 1.70 to 1.75 

Box Annealed Sheets, Cold Rolled 

Cents per Ib 
Nok: 1¢@ and 94 ssiviieveiiesvrseviwetootes .60 to 1.65" 
DNA codec hk 6 keine’ oh bbe been eeu 1.60 to 1.65 
je 0 ODT ee aes ee 1.65 to 1.70 
ee eee en, Es ac ok ac ce ceset nwaseeew ome 1.70 to 1.75 
Me SO SLES ery ae ee ee 1.75 to 1.80 
Mee: 30 em -Bhes< tecvvrvecveeseetoorin 1.80 to 1.85 
OO Se SE BOs oS ss FATS SCRE ST ETE 1.85 to 1.90 
Dh EE? ice we bb ede Bes he eh Cees eee 1.90 to 1.95 
Pe + v bbh ck Wet bad th obbdaada ada Yaw 1.95 to 2.00 
SOG. Oe. Nb d ba be ae cad sb Oe habe cantor uae 2.00 to 2.05 
BO Se had Oo od he wee bas 06050 eee 2.10 to 2.15 

Galvanized Sheets of Black Sheet Gauge 

Cents per Ib. 
Pee: BO GR RR hv cciewee Ciad 6eeidt eeates 1.95 to 2.00 
DR Fao gid we SOO s Oho Ke oe Kk US cama 2.05 to 2.10 
1 ee RB OB re ree Care as 2.05 to 2.10 
Bee: ee BO ia bc baa ove Keehbsevbctes 2.20 to 2.25 
De Ee WA 6 0:40 680-6 ee HARROD CO daw 2.35 to 2.40 
ey Dae ee hs ack Kvidicbeedeonshbotees 2.50 to 2.55 
Dee: ee SE Ws oooh we Cesc ddsadecdonbel 2.65 to 2.70 
N EP PP EE PO Pee Pere 2.80 to 2.85 
UE sn 2 se ho 6 sae An che i ee 2.95 to 3.00 
Bs a i ck ks 0443 Eheneudcedesnaeee 3.10 to 3.15 
DO: We eevkve ceeds s bb bk CCis eee 3.25 to 3.30 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 


Painting: 29 5 to 28 19 to 24 12 - 18 
pene. “OP Ghee nec ccecce wees 0.15 .10 0.0 
Graphite, regular ........ .... 0.25 0.15 010 

Forming: 

Ze 2A 3 and 5 in. corru- 

MEE Ss 0 Oo 64 be KO we 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 axis 
Be to 1% in. corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

with ‘cleats eee R SP eee es 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
Sine: ee GUE on on bdsone 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
OR os os 5s Ki oo 6 Bia 0.25 0.25 
Rock face brick and stone 

Ge <b avd wenas ede kis te ve 0.25 0.25 
Roll and cap roofing, with 

caps and cleats ........ 0.25 0.25 
Roofing valley, 12 in., and 

0.25 0.25 


WEE hi é hd se oc G2 si SOS 
Ridge roll and flashing 
(plain or corrugated)... .... 0.65 0.65 0.65 


TIN PLATE.—The rapid decline in prices of pig tin, 
which is now selling as low as before the war broke 
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out, has been reflected in prices of tin plate, which 
have declined to the basis ruling several months ago, 
or before the European war started. Some of the 
large consumers of tin plate have approached the mills 
with a view of making contracts for delivery all 
through 1915, but none of the tin plate mills has yet 
opened its books for contracts for next year. This is 
largely due to the uncertainty as to prices of pig tin. 
The American Sheet & Tin Plate Company is holding 
tin plate at $3.50 per base box, but other makers are 
naming as low as $3.30 to $3.40. ! 

We quote 100 Ib. 14 x 20 coke plates at $3.40 to $3.50, and 
a “gg ternes at $3.30 to $3.40 per base box, f.o.b. maker’s 

IRON AND STEEL BARS.—New demand is dull for both 
iron and steel bars, and prices are weaker. A few 
contracts for steel bars for first half of next year de- 
livery have been taken on the 1.20c. basis, f.o.b. Pitts- 
burgh, but several makers will not sell so far ahead 
at that price. 
prices are ruling, especially in the Chicago district, 
where 1.05c. has been done. 


We quote steel bars for delivery over remainder of the 
year at 1.20c., and common iron bars at 1.15c. to 1.20c., f.o.b. 
maker’s mill, Pittsburgh. 

The minimum price on steel bars is 1.20c., maker’s mill for 
September delivery, and most mills are asking 1.25c. for last 
—— Prices on common iron bars are 1.20c. to 1.25c., 

epending on the order and deliveries wanted. 


STANDARD PIPE.—New demand for merchant pipe is 
dull, and there is practically nothing doing in casing 
or oil well supplies and with little prospects of better- 
ment in this direction through the winter months. The 
Republic Iron & Steel Company has taken a contract 
for 10 miles of 6-in. line pipe from the Greensboro 
Natural Gas Company in Fayette county, Pa., and the 
Oklahoma National Gas Company has placed 5 miles 
of 10-in. pipe with a local mill. 

Butt Weld 





ron 
Inches Black Galv. Inches Black Galv. 
» 4 and 73 M- Ome Bick. ce 66 47 
oie ith neles bid ee 7 66 itched ohewsae ate 46 
ee Sy ee eo: lO Ss Sree ae 69 56 
8. eee 72 61 

Lap Weld 
DT ei awl Sei cee 77 68 3 a are 56 45 
|, BS - ra 79 70 Si ‘thes Civwbh sa 67 56 
oe low hk Se od 76 65 PAR 0 A 68 58 
+e 2 2s 53 oa ih Sree 70 61 
43% ‘tO 6.%.45<6%.% 70 61 
ik & Sa rerey. 68 55 


The bar iron trade is very dull and low 


Hardware Age 


Reamed and Drifted 











3 °te &, Bett. .... 78 69 1 to 1%, butt... 70 59 
2, Me. wae caecn o 75 66 WN op éauveees 70 59 
2% to 6, lap.... 77 68 Ba <s die 0 0b0 54 43 
ne: ie tice mn 65 54 
2b ae oso b'08 66 56 
2% to 4, lap.... 68 59 
Butt Weld, extra strong, plain ends 
» % and %... 68 een: tS Sou ndbgetocee 63 52 
een bwewe va wk 73 66 cheese nebo ee 60 
ee ae 77 70 Bt Freese 71 62 
FOS Sede 78 71 2 and 2%...... 72 63 
Lap Weld, extra strong, plain ends 

66 tb en db eae o 74 65 | BE Sa pre 65 59 
2 —_ , Se 76 67 cis site wexeees 66 58 
4 OP Bete kena 75 66 ae OW is 's pats ee e 70 61 
gE RRR ae 68 57 oe 3 AR 69 60 
oo io Bee 63 52 _ Ss Fees 63 53 
Pi Ea obs Oe 58 47 

Butt Weld, double extra strong, plain ends 
REARS Bia Stee 63 56 Oe alec ak ce wea 6 49 
3 et See ee 66 59 i? OO ea sss aie 52 
2 Bee 86 tess c% 68 61 2 and 2%....... 62 54 

Lap Weld, double extra strong, plain ends 
F véetoee tlw users 64 57 | eer Sree 55 49 
2 8 Re ae 66 59 2. Y Sea 60 54 
4 are 65 58 |) << 4 SAN eee 59 53 
Eee. ows weve 58 47 O-E iecwnce 52 52 


To the large jobbing trade an additional 5 and 2% per 
cent. is allowed over the above discounts. 


The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(23 points lower basing wie price) than the above dis- 
cotnts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts to jobbers, in carloads, in 
effect from May 1, 1914, are as follows: 


Standard Charcoal tug 


Lap Welded Steel 

i.e “s 3 “pega 62 | 1% in it FG SR RENE 

|B -~onarcacieng arta Wane oe ee Se 40 and Bam... .. «cue. 49 
214 and 2% in.......... — :8e ww 4c... eee 45 
3 amt 8%: m....... 2... 70 | 214 to 2% in...:........ 54 
3% and 4% in....22522: 73: | 3 and 8% in...... 5.025. 57 
he Sone P+ gia abaiaphatadesa Be wok: & ~eederte 60 
2 eels es pe 6 aa 62 eee ee ec a cedure cacsee 49 


Locomotive and steamship special charcoal grades bring 
higher prices. 

2% in. and smaller, over 18 ft., 10 per cent. net extra. 

2% in. and larger, over 22 ft., 10 per cent. net extra. 

Less than carloads will be sold at the delivered discounts 
for carloads, lowered by two points for lengths 22 ft. and 
under to destinations east of the Mississippi River; lengths 
over 22 ft., and all shipments going west of the Mississippi 
River, must be sold f.o.b. mill at Pittsburgh basing discount, 
iowered by two points. 
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Office of HARDWARE AGE, 
Chicago, Ill., October 5, 1914. 


N appreciable decrease in orders for hardware lines, 
as compared with the previous week, is apparent. 
The retail buyers continue to reduce their specifications 
to lowest quantities possible, and this same situation is 
being reflected in the buying done by jobbing interests. 
A good volumie of warehouse business is being received 
by Chicago branches of Eastern manufacturers, though 
this business for the most part consists of orders which 
are being diverted from the factories on account of the 
immediate need for the goods together with the lower 
quantities which are being specified. 

In some sections of the West very favorable reports 
are made by retailers, their records comparing well with 
those of last year. Such situations are due largely to 
local conditions and are confined to localities where 
good crops have been made and the products sold at fa- 
vorable prices. It is also true that conditions affecting 
total business are not felt so keenly in the smaller com- 
munities as in the cities. 

The depression of business experienced in the iron 
and steel trade is being felt by other interests in manu- 
facturing centers. The number of idle men in manufac- 
turing districts increases with the resultant effect upon 
retail purchasing. Mail order houses are buying in fair 
quantities though not in accordance with previous rec- 
ords. 

Wire products show some increase over the preceding 
week. The total, however, is not up to normal, and this 
applies to practically all other hardware lines. Garden 
implements for spring use are being bought in fair 
quantities and rubber hose continues to move. There is 


a fair amount of business on shovels and stove goods, 
while guns and ammunition are being ordered freely. 

In some quarters the feeling is expressed that the 
present lull in hardware lines will not be experienced 
beyond October. The representative of a St. Louis 
hardware interest is quoted as stating that his firm is 
preparing for an exceptional business during the last 
two months of the year. The basis for such a decided 
change is not established. Without question interior 
conditions are favorable, with the exception of the 
South, and it is known that sales of grains and horses 
for export to England and France through Canada are 
placing a considerable amount of money in circulation 
in the West, but there are checks upon the situation 
which are too apparent to allow the prediction of a 
speedy recovery. 

The general opinion existing among jobbers and man- 
ufacturers is that, while some improvement is almost 
certain, buying for the remainder of the year will be 
confined largely to actual needs and stocks will continue 
to be maintained at a low point. 

Wire NaILs.—Orders have been received more freely 
during the past week than the week before. The vol- 
ume does not attain that of several weeks ago, however, 
and mills are reported to be working on about a 65 per 
cent. basis. 

We quote wire nails f.o.b. Chicago: 


Cn et sn ck wh ee oe ae eee bee $1.78 base 
COTaenee CO TORRONE 6 ok eva cwcscevas '.. 1.83 base 
Less than carloads to retailers........... 1.93 base 


STAPLES.—We quote, f.o.b. Chicago: Staples, bright; 
same price as nails. Staples, galvanized, an advance of 











October 8, 1914 


Bars WirE.—A fair amount of mixed carlot orders _ 


are being received. The total is not up to normal. We... 
quote barb wire f.o.b. Chieago: 








Carloads.to jobbers painted.......:..., , $1.78 base base _ 
Carloads to jobbers, galvanized.......... 18 

Car oe to retailers, painted............ 1.83 base 
Carloads to retailers, galvanized......... 2.23 

An additional advance of 10c. for less than Pl hy me 


FENCE WirE.—Sales of fencing to dealers. are fair. 
Demands of fabricators for fence wire for manufactur- 
ing purposes are seasonably light. 


Carloads = _jobbers, ec abn babexe $1.58 

OE a eames Bs te retailers,: Bonde 

Cafioads to retailers, galvanized 2.0 
“an additional advance of 10c. for less than cationda. 


LINSEED OIL.-—We quote, f.o.b. Chicago, strictly pure, 
dd process oil: 


ee ee rr an oe i a 
Carloads, ETE Saad Grid cudeuus eee iveasacunn 47c, 
BOr RS: RO, PW ao onc kc cc ccccevtésosestés 48c. 
5S or more barrels, Domed... oo cccccccccbdacteocrs 49c. 
Leese than 6 DGrreis, TAW.....cccccccccenewesce® 50c. 
Less than 5 barrels, boiled...........cscccceces Sic. 
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We quote f.o.b. Chicago: 
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Office of HARDWARE AGE, 
New York, October 5, 1914. 


1 conditions might well be very much better 
than now prevail, but in some lines, for domestic 
consumption, there are occasionally manufacturers who 
say that sales are holding up with last year, which in 
certain commodities were very good. At the same time 
it is true that export trade has been held up. During 
August and Septembér it showed a big falling off, and 
in ordinary goods not much change for the better is 
expected in foreign business, at least for the remainder 
of the year.. Other manufacturers interested in horse 
shoes and horse nails, ammunition, saddles, army 
blankets, military clothing and kindred supplies, how- 
ever, are constantly in receipt of excellent orders, which 
it is reasonably expected will widen in scope and in- 
crease in volume. 

Those handling both domestic and foreign-made goods 
say they have a certain amount of business going for- 
ward, but under considerable restraint, nevertheless, 
even in the more prosperous West, which has long had 
the advantage of large crops at ever increasing prices. 

Orders keep coming by spurts, usually small in ex- 
tent, but with considerable frequency. What the trade 
wants is to see more snap and real go to it. Credits 
are being scrutinized more closely, not only by bankers 
in making loans, but by merchants extending merchan- 
dise credits. 

In builders’ hardware, while the trade is far from 
satisfactory, some representative makers say that so 
far it is not altogether bad, although they have to work 
very much harder for less business. 


The department stores experienced quite a little ac- 
tivity in September, in part because of early cool 
weather, special sales previously planned, the return 
of tourists and vacationists, all of whom have wants 
tc: be supplied, but. trade with the big stores is much 
below normal for the time of the year and the holidays 
not far away. 

In exports the situation. is improved somewhat. 
Fifty-four vessels aggregating 217,201 gross tons of 
shipping, valued at $12,000,000 to $15,000,000, have 
already registered under the American flag and more 
are constantly being added to the total, which is 
a very gratifying movement in the right direction. 
It has long been said and is constantly repeated 
that there is abundant shipping to carry our ex- 
ports. There is, but much of it, for one reason 
and another is unavailable, and if it was, the 
ships often would be liable to seizure under another 
flag than our own, to say nothing of the profits to for- 
eigners and their partial control of our over-seas busi- 
ness, which should be supervised and conducted by our- 
selves. 


Wire Naiis.—There is very little new business. 
Customers in nearby territory are drawing more con- 
stantly on stocks in store, and before October is out 
they will need added supplies, but are not buying until 
compelled to. Some buyers are sending in specifications 
now for nails, to be taken a little later in the month. 
Such business as there is, is almost entirely outside of 


greater New York. 

Wire nails, out of store, are quoted $1.85 to $1.90 per keg 
base. 

Cut NaiLts.—Trade in cut nails is also slow. Dealers 
have exceptionally small stocks. There is not much 
building going on and little if any cut nails are being 


exported at present. There have been a few inquiries, 
however, from England. 
Cut nails, out of store, are based on $1.85 per keg. 
COPPER AND Brass.—On October 1, copper sheets de- 
clined to 17c., copper in rolls to 15c., brass sheets to 14c., 
and brass wire and brass rods to 13%c. each, base, per 
lb., for average purchases. 


Bare copper wire, for electrical purposes, in carload lots, 
mill shipments, is down to 13c. base_per Ib. 


LINSEED O1L.—There is a downward trend in prices 
for habead oil, and flaxseed prices at Duluth are also 
lower. The Eastern market is quiet and prices are dis- 
posed to fall off in oil products. The trading, such as 
it is, is of hand to mouth character, with no disposition 
tc anticipate wants longer than is necessary, which has 


greatly demoralized business. 

Linseed oil, raw, city brands, card prices, has declined to 
oom for 5 or more bbls. and 54c. per gal. in less than 5 bbl. 
ots 

State and Western oil, raw, ranges anywhere at from 50 to 
5ic. in less than carloads and concessions are easily obtained 
by carload buyers. 


WINDOW GLASs.—The Eastern market for window 
glass is very quiet and exceptionally dull. The manu- 
facturers do not feel justified in yielding to the demands 
of the workmen as they are unable to forecast the 


future with any reasonable degree of certainty. 


Window glass is still quoted at 90 and 10 to 90 and 15 _ 
cent. on single thick and 90 and 15 to ured and 20 per cent. dis. 
count on double thick from jobbers’ list 

For AA and A quality glass there is a premium of 10 per 
cent. asked because of its scarcity. ‘There are but three or 
four factories in this country, practically, that attempt to 
make this quality of glass. 


NAVAL SToRES.—The demand for naval stores is slow, 
partly attributable to the approach of the customary 
dull period of the year, but largely because of depressed 
general business conditions. Whether among manu- 
facturers or wholesalers, buyers are specifying only to 
supply actual wants. In the primary market, holders 
are marking time. The Turpentine Farmers’ Associa- 
tion, organized recently in Montgomery, Ala., to perfect 
a selling organization for naval stores products, has 
chosen Savannah for permanent. headquarters. 

J. O. Hatch of Savannah has been made selling agent 
by the executive committee of the association at its re- 
cent conference in Savannah. Nearly seven-eighths of 
naval stores products, it is said, are interested in the 
organization. 

Turpentine, in yard, ranges at from 47% to 48c. per gal. 

Rosins are maintained on about the same level of prices 
as during the past few days. Common to good strained, in 


vard, on the basis of 280 lb. per bbl., is quoted at $3.80 to 
$3. 90 and D grade at $4 per bbl. 


Rope.—Trade in this line is quiet. Prices advanced 
sharply in August because of interference in deliveries 
of raw materials and rope makers were busy for a few 
weeks. Merchants bought not only what was wanted 
then but a little more for the future. With the arrival 
of September the spurt quieted down and it has been 
getting quieter ever since. Raw Manila fiber, however, 
remains steady at the high prices. 

Sisal prices have eased off somewhat because of the 
high rate for exchange in Mexico. The American dollar 
now costs much more in Mexico, which gives the Mexi- 
can shipper less for his product. Exchange in Mexico 


has ranged from, say, 200 to 350, going. back for some. 


time, but more recently the rate has advanced because 
of internal trouble and European complications, to as 
high as 500. This means 500 units Mexican for 100 
units in our money, or in other words, Mexican currency 
is about one-fifth the value of American gold per dollar. 


Recently there have been concessions of about a half cent 
per lb. on goods made of sisal. 
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Stove display made in the store of Baker Bros., Andover, N. Y. 


in Hardware Store At- 


tractively Displayed 


AKER BROS., of Andover, N. Y., believe in 
making special displays of seasonable goods. 
In the spring one portion of the store is given 
over to the harness display. Later the harness is 
replaced by the stoves, which in turn are followed 
by the Christmas goods. 
This plan has proved a profitable one, and added 
greatly to the yearly increasing sales of the firm. 


Stoves 


Rochester Firm Adopts Suggestion 
Made in Hardware Age 


ROCHESTER, N. Y., Sept. 29, 1914. 

GENTLEMEN: Three or four weeks ago we saw 
among your suggestions for window trim the one 
using a glass bowl filled with water, in which were 
floating safety razor blades. 

During the past ten days we have utilized this 
suggestion in our show window, placing back of the 
bowl the following display cards: 

“What holds them up? Why, the water, of course 
—and good work with prompt service is what up- 
holds our reputation as first-class sharpeners.” 

“All kinds of knives ground and sharpened. We 
put an edge on them that stays—many years’ ex- 
perience has taught us how.” 7 

“Straight razors ground, honed, new handles put 
on and guaranteed as good as new.” 

“Scissors and shears sharpened and put in first- 
class condition, 10 cents up.” 

One card was a full price list of all work, and 
another told how safety blades are sharpened on the 
famous O’Dell machine. 

Yours very truly, 
WEAVER HARDWARE COMPANY. 


Fargo Selected for Convention of 
North Dakota Retailers 


HE North Dakota Retail Hardware Association 
will hold its next annual convention and exhibi- 
tion at Fargo, on February 17-19, 1915. 


Foreign Trade Relations of the 
United States 


tte leading importers of the world are the United 

Kingdom, Germany and the United States in the 
order named, France being fourth and the Nether- 
lands sixth. The United States and the United 
Kingdom are the world’s largest exporters, next in 
order being Germany, France and the Netherlands. 
The United States furnishes about 20 per cent. of 
the total imports into the United Kingdom, 15 per 
cent. into Germany, 10 per cent. into France, 14 per 
cent. into Italy, 65 per cent. into Canada, 53 per 
cent. into Cuba, 50 per cent. into Mexico, 16 per 
cent. into Argentina and 15 per cent. into Brazil. 

“The Commercial Relations of the United States” 
is a volume of 272 pages just issued by the Bureau 
of Foreign and Domestic Commerce, Department of 
Commerce, which contains revised figures showing 
in detail for the year 1912, compared with 1911, the 
various articles entering into the trade of each 
country and the commercial transactions with the 
United States. 

This volume will give much needed and helpful 
information to those who are interested in the for- 
eign trade of the United States and foreign coun- 
tries, copies of which may be obtained from the 
superintendent of documents, Government Printing 
Office, Washington, D. C., at a charge of 40 cents 
each. 


Michigan Retail Association to 


Meet at Saginaw 


EBRUARY 9, 10, 11 and 12, 1915, have been 

selected as the dates for the twenty-first annual 
convention of the Michigan Retail Hardware As- 
sociation, which will be held at the Auditorium, 
Saginaw. 


W. B. Snow in New Offices 


ALTER B. SNOW of Boston, publicity manager 

‘and advertising agent, has removed his 
offices to the new Federal street building, at 136 
Federal street, Boston, Mass. 
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SHEET METAL DEPARTMENT 


SOME STOVE PIPE WRINKLES 


By A. F. MUELLER 

















Branch. 













Always rivet elbow fo horizontal pipe, 
- 
not fo veriicle pipe. ! 
{ 




























































































FIG. 20. Pipe Anchor. 














Horizontal Pipe. 








Verhcle 


Pipe. 


FIG. 19. 




















FIG. 16. 








Plans by means of which a stove pipe need not appear in a room 


pipe in a room, although an expensive way 

on account of the loss of heat from the 
radiation of the pipe, the thimble in the chimney 
is placed at the hight of or a little higher than 
the collar of the stove. The stove collar being an 
approximate ellipse or, as it is now termed in shop 
usage, an oval, the connection to the thimble must 
be an elbow, oval to round. This would mean con- 
siderable work to develop the patterns that the 
making of one elbow would not justify and so re- 
course is made to a fitting with a flat head as shown 
in a general view in Fig. 1. Draw, as in Fig. 2, the 
end view of the oval pipe and the round branch, 
which will be a plan of the fitting, and from the 
center a, describe a semicircle, 1, 4, 7, half of which 
space into a number of equal spaces, and from the 
points draw lines to intersect the outline of the 
oval pipe. At right angles draw a line, 1, 1, 1, in 


\ T times, in order to do away with the stove 
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Fig. 3 and place on it four times the spaces that 
there are in the quarter circle, and from these 
points, between spaces, draw perpendiculars. At 
right angles and to these perpendiculars project 
the points of intersections on the oval outline. Con- 
necting the points located in this manner will result 
in the net pattern for the round part, as shown in 
Fig. 3. No pattern is developed for the oval part 
when there is only one to be made, but it is formed 
to shape and the round part with its mitered end 
is held against it at the proper position and the 
opening marked on the oval piece and then cut out. 
In making the joint between the pieces an edge or 
flange is turned on the round piece and a strip is 
riveted on the inside and then notched. The notched 
part is passed through the opening in the oval piece 
and then flanged against this piece, a section of 
the joint being shown in Fig. 4. The outline of 


Continued on page 86 








PUBLICITY FOR THE RETAILER 


Well Handled Hardware Prestige Ad—Good Plan for Getting 
Names on Mailing. List 


i+ és x “Great Oaks from Little Acorns—” 
Three Generations No. 1 (3 cols. x 20 in.). Prestige—a potent word. 
. Just what is a brass tack definition of prestige? 
ee We'll tell you. Prestige means that you have 
in the 


served the public right for a period of years, and 
| the public has discovered the fact. In these modern 


H d W ) B Qt days of hustle and bustle, however, our friends, the 
| ar are usiness public need to be reminded occasionally of the fact 


that you still are possessed of your zealously earned 

















a 
In Palmyra prestige. Advertising has replaced the old-fash- 
; | ioned memory—the best of folks nowadays forget 
if you don’t stand on the corner and shout, every 
1 little while. The Best Bros. Hardware Company, 
Palmyra, Mo., in sending us this ad proves to us 
New Tin Store that they are fully cognizant of the before-men- 
Stosticstlctii tisidiaeen tioned fact. This ad is‘*a first-rate prestige builder 
edanewTinshopinPalmyrs, : and holder. It is well planned; it is really a story 
~ bay” ae kiek oe in three chapters. There’s the title of the prestige 
They are prepared to do all story in the heading. The first chapter is the 
ans Gaieeek tae | quaint little announcement of the tinshop. Then 
that line ) will do well to give is traced the history of the firm, and the last 
scaaneuk Gach ie eee | chapter is a climax as all good last chapters ought 
se iS Sew to be. That last chapter “gets under our skin,” 
Guia” to revert to slang phraseology. It’s full of convic- 
* pee ame | tion, sincerity and deep appreciation. This ad 
Palmyra; Mo., brings the Best company nearer to you and me; 
ramet Suis we think of it now as an institution cemented with 
a the town’s history. Those of you who name prestige 
| among your assets would do well to let this ad 
The above is a fac simile of the first adver- carry a message and a suggestion. It’s been many 
a month since we have seen the subject handied 


tisement appearing in THE WHIG, of what-is in calel 

now BEST BROS. HARDWARE. CO. : ; ‘ 

eee ney Smene eee Oe Spey: Tent, Seles N m 2 (2 a, ores “sae bene has said 
P. Best, founder of the Lutheran Church of this you can’t get something for nothing. As far as we 


ee es financially interested in the firm. He can see, this ad from Callender’s, Angola, Ind., 
wasthe father of Henry Best, E. P. Best and would seem to disprove the fact. For here is as 
John B. Best, and the grandfather of John E. near something for nothing as it is possible to get. 
Best: Mir. Frederick was only interested in the Literally, it isn’t something for nothing, for does 
business a short time; which was reorganized not the reader use his time and a 2-cent stamp to 
and the three Best brothers became the owners. secure one of the free articles. But for all prac- 
In comparatively recent years the business was tical purposes, the firm is really distributing ar- 
incorporated under the firm name ‘of BEST ticles free of charge—articles of real and definite 


BROS. HARDWARE CO. : value. Certainly this is a good plan to get names 
eget ‘ and the names secured will be, for the most part, 

John B. Best, one of the first owners, and John . ; 
i Sint etn cf Benes Bent, ‘condi Re tad good names as there will exist a sort of moral 
. obligation to carefully read the circular. Of course, 
ee like all other plans of this nature, there is bound 
to be some black sheep among those who respond. 
z . . 7 But the percentage should not be large enough to 
Sixty-two Years of render the plan impracticable. In a letter to us, 


Mr. Callender says he intends to make a personal 


Fair Dealing and Honest Coods canvass of all those who reply. Our suggestion 





is our record, and we are proud of it. From -an insignifi- would be to put forward this canvass. A reply to 
Pater et vet oe pede ver pre one this ad is not sufficient justification for an im- 
“ae largely stocked retail hard. mediate personal canvass and the canvasser would 


ware stores in the State. 


To the P le of , ce run afoul of enough antagonism to make him 
has aie ncibac cog: aqme sp: We heartily sick of his job. Canvass the interested 
all, and assure them that the treatment they receive “from man, or don’t canvass unless you are distributing 
us in the future will be the same as in the past. samples. This ad makes. a good start. Mail the 


circulars to those who reply and after a week or 


The Best Br OS. Hardwar o- Go. ten days write each of them a personal letter. 


Canvass those who reply to your letter and let the 











PALMYRA, MO. others come around when they’re ready and those 
| who don’t come represent the advertising cost of 
No. 1—It is really a story in three chapters your plan. A certain percentage won’t come and 
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FREE | 


Your: choice of.an Aluminum 
Basting spoon, an Aluminum per: 
culator for use in coffee pot, an Aluminum . folding 
drinking cup, a Japanese china salt and pepper set, 
a Keen Kutter paring knife or a Boy’s Keen Kutter } 
pocket knife. 


Being desirous of mailing a CLERMONT 
STOVE circular to persons who are contemplating the purthase 
ing of a stove any time during the coming year, we will be 
pleased to mail FREE te any lady getting her mail in Steuben. 
county other than from Hudson, Ashley or Hamilton,, Ind, her 
choice of the above named articles, who will fill out in full the 
Blank Bejow and mail to us prior to Oct, Ist. 


It is distinct'y understood that the filling ‘out 
and mailing o the below blank will pot place you under any 
obligations whateyer to buy from us. What we want-is the 
privilege to mail you these circulars macmagmn 5 ag full the épecial 
Clermont features of the stove that you-want to purchase. Will 
you please‘fill it out and mail at once and we will mail you your. 
choice of the above articles by: _—_ mail 











" —— 


__ 





Angola, Ind., Sst, 1914; 
CALLENDER HDW. CO., 
Angola, Ind. 
Gentlemen:—I expect ta’ purchase’a’ .- 
* hina 
(Specity whether parece Bese Burner .or.Oak Heater) 
” Me bo eeednen bebatees ‘ft 191 


You'miay please mail me circulars describing 
same anid one only................ rh ae aac Free 
as per above offer. 

Your's truly, 
Name 























No. 2—As near something for nothing as it is possible 
to get 


you won’t be able to make them come with a legion 
of canvassers. However, we think the live pros- 
pects that will be secured from this plan will more 
than justify the expense of distributing the free 
articles. This ad is well laid out and the firm’s 
signature cut is especially attractive. 


This Ad Should Have Been All Tools 


No. 3 (2 cols. x 5in.). This ad of Murray’s, Ltd., 
the Australian hardware firm that stores over a 
million different articles from the world’s makers, 
should be of peculiar interest to Australian readers 
at the present time for owing to the general Euro- 
pean war it may be some time before Murray’s will 
be in a position to replenish their stock. The ad is 
written in typical Australian style and contains 
some excellent selling copy. Our suggestion for 
improvement is to make the ad entirely a tool ad. 
It is rather too small for a complete presentation 
of both tools and paints. If the paint copy were 
dropped, the space gained could be utilized for a 
more complete listing of tools carried in stock. At 
least twelve or fifteen more tool items could be 
listed in the paint portion. Considering the lim- 
ited size of the announcement, however, the firm 
has done fairly well. 
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THE HARDWARE STORE | 
IS THE PROPER PLACE TO OF QUALITY, 


TOOLS 
BECAUSE THE SALESMEN ARE TRAINED TO THE 
KNOWLEDGE OF THEIR CONSTRUCTION AND USE. 


MURRAY’S, LTD., PARRAMATTA, 
IS THE RECOGNISED TOOL-HOUSE OF THIS DISTRICT. 


They Stock Tools of all the World-Famed Makers, and, Buying Direct 
from these Renowred Makers for Cash, all Tools are the Best of their 
Kind, and the Prices are 


— an 











DISSTON’S D8 26-inch, HAND SAWS .. .. .. «. «+ «+ «+ 5/9 
DISSTON’S D20 26-inch. HAND SAWS .. .. .. «- «+ «+ «+ Te 
DISSTON’S D40 26-inch. HAND SAWS .. . oo oe 
CARPENTERS’ APRONS, with Bib and Pockets; ‘well-made .. 1/6 


DIXON’S FRAMER PENCILS (New Stock), 1/3 per Dozen; 
Red and Blaek, 1/9 per Dozen. 


‘ NEW SHIPMENT OF THREE TONS 
MURRAY’S CELEBRATED -METALLIC READY-MIXED PAINTS. 
HAVE JUST COME TO HAND. 
The Makers cf this Paint have been in business just on 100 years, which 
is a Guarantee that the Paint is Good, and there is None Better at the 
Price. It is put up in 1, 2, 4 7 and 14 Ib. Tins, and the Colors are. 
Made to Our Own Shades, that we find Most Suitable to the Tasfes 
of the People of this District. 


MURRAYS LTD., Parramatta 


EVERYTHING IN HARDWARE, PAINTS, CHINA AND GLASSWARE 
“THE HOUSEHOLDERS HOUSE OF QUALITY,” 


Where Over a Million Different Articles from the World’s Makers are Storea 














No. 3—Rather too small for a complete presentation of 
both tools and paints 


Some Good Copy on Go-Carts 


No. 4 (2 cols. x 6 in.). If you have any go-carts 
to sell, give this ad a careful reading and prepare 
one similar in appeal. It’s the first real go-cart ad 
we’ve seen for some time. The mother who reads 
an ad of this sort won’t have to run over and see 
her friend Mrs. Smith-Jones for the purpose of 
finding out where she (Mrs. Smith-Jones) pur- 
chased her go-cart. And that’s the best thing we 
can say about the ad. The heading is fine, but one 
change occurs to us. Inasmuch as the prices are 
quoted, why not take out the reference to Nock & 
Kirby’s low prices and set in larger type the first- 
class secondary display reading: “A go-cart you'll 
be glad to wheel, that you’ll be proud to show your 
baby in.” Then the heading would tell the story at 
something less than a glance. Sent us from Sydney, 
Australia, by Messrs. Nock & Kirby, Ltd. 


A FOLDING GO-CART 
FOR BABY— 
33/6 or 37/6 


A Go-Cart you'll be glad to wheel, that you'll 
be preud to show your baby in, at— 


NOCK AND KIRBY'S - 
NOTED LOW PRICES 


tara in a sba des of Society are buying them, and there's good 
nm for the great. ——— of —— SPLENDID FOLDING ew" 





GO-CART 


FOR BABY, oN ng “handsome in design 


they give remarkab y Goon. ‘SERVICE. with the euiminat- 
ing virtue of very ‘MODERATE PR PRICE. 


FOLDING GO-CARTS are 6TRONG—the framework being 

Biack Japanned Steel, covered with. a aa ae —wenine, 
flexible fabric—in such — as Black 

y adjustable to shade Baby from ook a rear, 

HB SEAT also is adjustable tor Stutmg Up or Ly- 


33/6 
or 37/6. 


“WHEELS are strongly but ont Reed Tevet, Aah, 20 mat 
et Oe, See See ~ $4 Ry as free from 
bumps as a birdie on the wing, BEC all shocks, jolts, and 
cules-ae eekeein a aad muanaumiae of - strong Stee! 
springs. 


FOLD AND OPEN GO-CARTS—you do 
with ONE — wit tat im the other. Pestuns "to vere 
— it eee ee lee! 


SPARE 
GO-CART 
WHEEES, 
BUBBER 
TYRED. 
2/3 EACH. 


NOCK AND KIRBY, LTD., 


“The Home of Noted Low Prices for General 
188, 190, 192, 14, 1MA GEORGE-STREET; ; and at if, 44 18, 31, 28, UNDERWOOD- 
eh STREET (Of Pitt-street), SYDNEY. 








No. 4—If you have any go-carts to sell, give this ad 
eareful reading 
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By Hardware Age Window Trimming Specialists 


should be a direct copyist, but that one should take 
advantage of the ideas that others have gained by 
experience. These ideas of yours coupled with 
ideas you have worked out for yourself will often 
result in a new, practical and original creation. 


The Show Cards 


Have you ever stopped to notice how incomplete 
a window showing of merchandise is without a 
show card? Every display, no matter how small, 





tised in your vicinity you must always be 
doing things. 

Try to improve your work in every way possible. 

Be continually on the watch for new ideas. Be the 


iS O make your store and windows the best adver- 














TS? D leases The should contain one. Nothing is more effective than 
ee ne a ape a neatly lettered explanatory show card. 
The accompanying cards show what may be ac- 
6 unnernr complished with the aid of illustrations taken from 
the advertising pages of HARDWARE AGE. Both of 





these designs are made on quarter-sheet card size, 
11 x 14, ruled with a double ruled border. 

Each card shows the combination use of brush 
and pen work. The word “Gunner” and “Spoons” 
is made with the brush and the remainder of the 
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A combination brush and pen lettered card, made from 
an advertisement that appeared in HARDWARE AGE 
of Robin Hood Ammunition Company, Swan- 
ton, Vt. 


t 
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. 
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first to install the new thoughts in your town and 
your shopping place will soon be a recognized leader. 

The window man in order to be successful must 
always be wide-awake and ready to grasp new ideas 
and adapt them to his work. Go in search of an 
idea. Seek ideas from every source. Any person, 
however original, cannot depend solely upon his own 
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A center window design that draws attention to the 
price 





lettering is done with a Soennecken pen using the 
slanted Roman alphabet, which was described in 
previous issues of HARDWARE AGE. 





Emphasizing the Price~ - 
A unique method that emphasizes the low price 
of the line of saws is presented in the accompanying 


S POONS 


ea ask illustrated display. The oval top of the window 
tei che card, also the low plaform on which it rests, is made 
ee ee of composition board and lettered as shown. An 
ASCES. ordinary telephone stands upon the platform upon 





which appears a small card which is marked “Out 
of Order.” The large central inscription clearly 
tells the connection with the notice. On either side 
of this design, we show a compo board panel on 
which the saws are mounted and the price ticket. 




















Another excellent example of pen and brush combina- 
tion work, illustrating an advertisement that ap- 
peared in HARDWARE AGE of the American Silver 
Company, Bristol, Conn. 


THE VIBRATING ELECTRIC RAZOR COMPANY, with 
offices at Omaha and Lincoln, Neb., has filed articles 
of incorporation, with George H. Tuttle, president and 





ideas to carry him through. The most successful 
men of to-day are those who make use of other 
men’s knowledge. By this we do not mean that one 


treasurer; Fenton B. Fleming, secretary; William Van 
Matre, vice-presirent, and Floyd Rainey, general man- 
ager. The capital stock is $500,000. 
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The Stanley Chain Bolt 


No. 1055—Ten Inch Size 
FOR GARAGE DOORS 


This Wrought Steel Chain Bolt 
comes under the class of “Good 
Goods.” It’s a “Stanley” Product. 
This particular Bolt shown is our 10- 
inch size made for heavy garage and 
warehouse doors. A choice of Japan 
or Plated finishes. Chains made 24 
inches long—strong links, well linked. 
Two staples furnished with each Bolt. 
Box, staple packed when ordered. 
Also furnished with 5-foot chain and 
numbered 1055. 


One indication of quality in this 
“Stanley” Bolt is shown by the 
“Stanley” Sherardized spring. This 

prevents rusting and _ breakage. 
Ordinary strains won’t break this 
Bolt, and it serves its purpose when 
once in place. May be reversed by 
removing set screw from bolt proper, 
turning bolt and replacing set screw 
in other side. 

















Other “Stanley” Bolts are some- 
what similar in type, but are made 3 
inches long for use on light doors, 
closets, cabinets, sheds, etc. Then 
there is the 6-inch size for full-size 
doors. These three sizes are enough 
to satisfy all ordinary demands for 
Chain Bolts. 


Packed one in a box with screws to 
match. 








Send a memo to your 
sobber a a 
See page 99 


ig ee D fer ae 














Wh hh dll Liddlilasiité 


; 
WHitiiintieiidliiillddllllllidllddiigdliiidililida 
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NEW YORK. A. MACFARLANE & CO., Coristine Bldg., Montreal CHICAGO 


CANADIAN REPRESENTATIVE 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 


Two New “Buckeye” Prod- 
ucts 


The Buckeye Aluminum Company, 
Wooster, Ohio, has recently placed on 
the market two new aluminum spe- 
cialties, a “Traveler’s Companion” 
and a round dinner bucket. The 
“Buckeye Traveler’s Companion” is 
equipped with an alcohol stove, which 
makes it a desirable item for outings, 
and also for light housekeeping and 
for travelers. The illustration shows 
that, when folded, the stove and stand 
are placed inside of the bowl. The 
company states that when the cover is 
in place and the handle folded the 
“Companion” takes up but the space 
of a 1%-pint drinking cup. 

The “Buckeye” round aluminum 
dinner pail measures 7 inches in diam- 
eter at the bottom and 6% inches in 
depth. It has a capacity of 4% 
quarts. The tray is 7 inches in diam- 
eter and 4% inches deep, with a 
capacity of 2% quarts. The bail is 
of sufficient length to permit the arm 

















“Buckeye” aluminum “Traveler’s Com- 
panion” and dinner pail 


to extend through it, which makes this 
pail easy to carry. The company 
states that the new dinner pail is 
especially adapted to the use of mill, 
mine and lumber workers. 


Astoria Refrigerators 


The Astoria Company, Peru, Ind., 
is now marketing a new refrigerator, 
styled the “Astoria,” which has the 
standard type of circulation, drainage 
and insulation. The exterior of the 
“Astoria” is smooth on the ends, back, 
top and front, save for the front 
hinges and door joints. It has no 
cracks or angles where dirt may ac- 
cumulate. The corners of the case 
are broadly rounded, and the com- 
pany states that although the finish 
of flat French gray enamel is im- 
pervious to ordinary fingermarks it 
will instantly show the presence of 
dirt on any part of its exterior. 

It is claimed that the type of wall 
construction embodied in the “As- 
toria” refrigerator offers the most 
easily cleaned surface possible, that 
it is airtight and that it seals the 
interspace insulation hermetically, 
preventing the introduction of germs 
and moisture between the outer and 
inner walls. In addition to the homo- 
geneous outer wall is an air and 
waterproof inner wall of composition 


board lying immediately against: the 
inner enameled steel lining. The outer 
wall is made of heavy inch maple, 

















New “Astoria” refrigerator 


lock-jointed together by means of the 
tempered wedge Linderman dovetail 
joint. 

“National” Adjustable 


Hanger and Rail 


The National Mfg. Company, Ster- 
ling, Ill., is now placing on the market 
the new No. 88 adjustable, storm- 
proof hanger and improved rail, 
which are shown in the accompany- 
ing illustration. The No. 88 adjust- 
able hanger is similar in construction 
to the No. 77 flexible hanger, also 
manufactured by the National Mfg. 
Company. The adjustable features 
of the No. 88 are very simple and 
easily operated, and the company 
states that they cannot get out of 
order. This hanger also carries the 
door up unusually close to the rail, 
and it is also flexible. 

The storm-proof rail, for use with 
these hangers, has also been im- 
proved. The cover is now made to 

















“National”. adjustable hanger and im- 
proved rail 

extend downward 1% inches further 
than formerly. This additional length 
is stated to give full protection to 
the opening over the top of the door. 
The cover-splice over the joint has 
been eliminated, and the ends of the 
cover are dove-tailed together, giv- 
ing a. weather-proof joint. A new 
style of end-cap is furnished, which 
closes the ends of the rail. 
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“Looplever” Hame Chain 


The Niagara Falls Metal Stamp- 
ing Works, Niagara Falls, N. Y., is 
manufacturing the “Looplever” hame 
chain. This is the latest pattern of 
hame chain produced by the company, 
and it is stated to be made erttirely 
from steel of the best quality. This 
chain embodies the result of long 
study on the problem of making a 
satisfactory hame chain with the lever 
type of fastener. The company states 
that its chief difficulty was in pro- 
ducing a chain which would have 
enough adjustments to permit of 
tightening the ‘hames sufficiently 
under all conditions. In the “Loop- 
lever” hame chain the loop or slot in 
the lever overcomes this difficulty by 
giving more sweep for tightening, 
thus allowing the hames to be drawn 
more snugly to the collar. 

Another improvement in this hame 
chain is that either one or both hooks 
may be permanently attached to the 
hame loops by closing down the hooks 

















“Looplever” hame chain 


when in place, which prevents acci- 
dental loss and makes the chain rea- 
sonably secure against theft. 


“Silent Valve” Lighting and 
Charging Units 


The E. L. Russel Company, In- 
dianapolis, Ind., is manufacturing the 
“Silent Valve” lighting and charging 
units, designed for the lighting of 
houses, buildings, ete. The Russel 
company has incorporated in its 
“Silent Valve” unit a gasoline motor, 
developed by the company, which it 
states is simple, efficient and silent. 
These motors are of the four cycle 
type, and they are designed with one, 
two and four cylinders, according to 
the size. The motors are direct con- 
nected to high-speed generators, 
which are made for the Russel com- 
pany. 

The standard electric lighting in- 
stallation of the Russel company 
consists of a “Silent Valve” motor, 
direct-connected to a 40-volt gen- 
erator, a 16-cell storage battery and 
an instrument board, together with a 
carbureter, muffler, cooling tank, fuel 
tank, jump spark coil, extra spark 
plug and wrenches. The company 
also supplies special installations to 
order. 

The illustration shows a “Silent. 
Valve” single cylinder motor, direct- 
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No. 67 R-W Adjustablie— . 
Barn Door No. 66 
Barn Door 








No. 





Necessities 


Look over your stock 





—you will no doubt No. 60 
find you need some of pe cmener 
these 


R-W. 
Barn and 
Warehouse ee" 
Stay Rollers sera 


It only needs a few 
words of explanation to 
include one or more 
stay rollers with every 
barn, lumber yard or 
warehouse sliding door 
outfit you sell. 





No. 154—Heavy Warehouse 





You know what you 
buy from R-W is right. 


No. 53 R-W Handy— 
Barn Door 







So why not make up a 
mail order from this 
ad? 





No, 55 R-W Lag Screw 
—Barn Door 
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No. 57 R-W Lag Screw—Barn Door 
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No. 153— 
Warehouse 





MANUFACTURING Co. 


AURORA ILL.USA. 
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connected to a 1% K. W. generator. 
In operation the motor charges the 
storage battery, which in turn sup- 

















A “Russel’ 1% K. W. generating unit 


plies electric current for a number 
of lamps. It is stated by the com- 
pany that the “Silent Valve” motor 
is so closely regulated that the lights 
may be burned directly from it when 
an abnormally large amount of cur- 
rent is desired. 


“Blue Jay” and “Dandy” 
Cross Cut Saw Handles 


The Theodore J. Ely Mfg. Com- 
pany, Erie, Pa., has recently brought 
out two new cross cut saw handles, 
Nos. 24 and 122 respectively. The 
No. 24 cross cut saw handle is stated 
by the manufacturer to be particular- 
ly adapted for use on the Pacific 
Coast, where unusually big timber is 
handled, on account of which it is 
necessary for the workmen to have 
a guard to protect their hands when 
sawing. This guard is_ reversible, 
for sawing standing timber. 

The metal parts of this handle are 
made from malleable iron, thus ren- 
dering it very strong. The No. 24 
cross cut saw handles are packed one 
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“Blue Jay” and “Dandy” cross cut saw 
handles. “Blue Jay” model at left 


hundred pairs to a case. Weight, 225 
pounds. 

The “Dandy” No. 122 cross cut 
saw handle is claimed by the company 
to be unusually strong. It has a 
malleable iron loop running the full 
length of the handle and screwing 
into a combined malleable cap and 
nut, located in the end of the handles, 
as shown: in the illustration. The 
cap and ferrule through which it 
passes form a lock and brace, and at 
the same time strengthen it. A steel 
swivel is attached to the ferrule. 


SE RT TN eee A em 


“Ze-Litt” Patent File Handle 


The Chapin-Stevens Company, Pine 
Meadow, Conn., has recently placed 


on the market the “Ze-Litt” patent. . 


file handle, which it claims to be 
practically indestructible. By glanc- 
ing at the illustration it will be seen 
that the handle is screwed on to the 
file, ensuring perfect alignment. The 
handle has a threading device, made 
of the highest grade of tempered tool 
steel, and as the tangs of all files or 
tools are annealed soft, all that is 
necessary to attach the handle is to 
screw it on. This operation threads 
the tang. After the handle has been 
attached it may be readily unscrewed 
and used with any other tool having 
approximately the same sized tang. 
The “Ze-Litt” file handles are cov- 
ered under a binding guarantee, the 
manufacturers warranting that they 
will not split or become loose with 
ordinary usage. These handles are 

















Two views of “Ze-Litt” patent file handle 


made in three standard sizes as fol- 
lows: No. 1, for files from 12 to 16 
inches; No. 2, for files from 10 to 12 
inches; No. 3, for files from 8 to 10 
inches. 


IN THE ISSUE of October 1 of HaRp- 
WARE AGE an article describing a side- 
walk -cleaner was credited through a 
typographical error to Ivan Brothers 
instead of to Iwan Brothers, South 
Bend, Ind. 


“Stanley” Block and “Dado” 
Planes 


The Stanley Rule & Level Com- 
pany, New Britain, Conn., and 100 
Lafayette street, New York, has 
added to an already comprehensive 
line of planes by bringing out “Stan- 
ley’s” butcher’s block plane No. 64 
and “Dado” plane No. 239. The 
block plane is intended particularly 
for trueing up or resurfacing a 
butcher’s block. The company states 
that with it blocks having the most 
uneven surfaces can be leveled up 
speedily. This plane has a specially 
formed cutter or plane iron, set at 
an exceptionally low angle. There is 
also a regular plane iron furnished 
which will enable the user to smooth- 
finish the final surface of a block. It 
also helps the butcher to smooth and 
keep in condition the meat benches 
and tables. This plane is 12% inches 
long, over all, has cutters 2 inches 
wide and weighs 4 pounds. 

The “Dado” plane No. 239 has an 
extra narrow cutter, only % inch 
wide, making it an especially good 
tool for blind wire grooving, as well 


Hardware Age 


as for many other purposes. It is 
fitted with a double spur, which pre- 
vents splintering when working 























“Stanley” butcher’s block plane at the top. 
The “Dado” plane is at the bottom 


across the grain, and insures a smooth 
clean cut. 

A depth gauge is also attached, 
which enables the user to cut a groove 
any desired depth up to the limit of 
the plane, that is % inch. This plane 
is especially recommended for the use 
of electricians. The “Dado” plane is 
7% inches long, has a %-inch cutter 
and weighs 1 pound. 


“Stearns” Nut Cracker 


E. C. Stearns & Co., Syracuse, N. 
Y., are now marketing a new nut 
cracker. This device has a serrated 
jaw, which is operated by an eccen- 
tric lever, and the makers state that 
it will crack nuts without crushing 
them. One downward movement of 
the lever exerts a quick, accurate 
pressure, which cracks the nut shell 
perfectly. 

A conveniently located hook on the 
body of the nut cracker permits the 
hanging of a pail in which the nuts 

















The “Stearns” nut cracker in operation 


drop after being cracked. The 
“Stearns” nut crackers are finished 
in nickel, and they are packed one in 
a box. — 


“White Mountain” Catalog 
for 1915 


The Maine Mfg. Company, Nas- 
hua, N. H., has just published its 
1915 catalog, which is artistically 
illustrated and bound, and shows the 
“White Mountain” line of refrigera- 
tors to good advantage. This latest 
catalog of the Maine Mfg. Company 
measures 9% by 11% inches and con- 
tains 64 pages. A two-page colored 
view of the company’s extensive plant 
occupies the center of the book. - 
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“Guardian” and “1652” 
Night Latches 


Two recently announced products 
of the Russel & Erwin Mfg. Com- 
pany, New Britain, Conn., are the 

















Top view shows the “Guardian” night 
latch; “1652” night latch at bottom 


“Guardian” and “1652” cylinder rim 
night latches. The “Guardian” night 
latch is made with a japanned, cast 
iron case and a bronze plated bolt 
and turn knob. It has also a brass 
cylinder, and is furnished with two 
nickel plated keys. The case meas- 
ures 3 by 2% inches, and the backset 
is 2 inches. These night latches are 
packed one in a box, with screws, and 
there are six dozer to a case. The 
“Guardian” is listed at $14.25 per 
dozen. : 

The “1652” cylinder rim night 
latch has also a japanned, cast iron 
case and a bronze plated bolt and turn 
knob. The cylinder is of wrought 
brass, as is also the escutcheon. The 
dimensions of the “1652” night latch 
are the same as those of the “Guar- 
dian.” These night latches are listed 
at $9.00 per dozen. 


“Norleigh Diamond” Elec- 
tric Flash Light 


e Shapleigh Hardware Company, 
St. Logis, Mo., has recently placed 
upon ‘the market a variety of electric 
flash lights, one of which is herewith 
shown. These lights are styled the 
“Norleigh Diamond,” and the com- 
pany states that they are provided 
with tungsten filament bulbs, which 
give 500 per cent. more candle power 

















“Norleigh Diamond” electric flash light 


than the old style carbon filament 
bulb. 

The “Norleigh Diamond” flash 
lights are sold complete, excepting the 
battery, and they are fully guaran- 
teed. The company also markets the 


“Norleigh Diamond” flash light bat- 
teries, which it states are manufac- 
tured under the latest formula, and 
will produce an extremely bright 
light, lasting until all their electric 
energy is exhausted. 


“Adjustable Lock’ Strikes” 


The Wiley Hardware Mfg. .Com- 
pany, 746 First National Bank Build- 
ing, Chicago, Ii., is marketing a de- 
vice called ‘the “Adjustable Lock 
Strike,” which are similar in appear~ 
ance to the ordinary keepers used 
regularly, but they are constructed 


in two pieces, an ordinary inner plate 


being made adjustable, so that it may 
be raised or lowered at will. 

With the “Adjustable Lock Strikes” 
there is no need of filing or resetting 
the lock strikes if the keeper gets 
out of alignment with the latch and 
lock belts, as is the case when a build- 
ing begins to sag. 

These lock strikes are made of both 
cold rolled steel and solid brass, and 
they are furnished in all finishes. 
“Adjustable Lock _— are rever- 





An 


“Adjustable Lock 
Strike” 


sible for right or left hand doors. 
The length of the entire plate is 6% 
inches, the latch bolt opening is % by 
9/16 inches and the dead bolt opening 
is 1% by 7/16 inches. 


The “Laurel Dispatch” 


The September issue of the Luurel 
Dispatch, published every six weeks 
by the advertising department of the 
Art Stove Company, Detroit, Mich., 
contains a number of articles cal- 
culated to assist dealers handling the 
“Laurel” stoves and ranges. It is 
bound with a two-color cover, and at- 
tractively illustrated throughout. 


‘pany, Trenton, N. J., 


the 
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“Perfection” and “Triumph” 
Ash Sifters | 


The New Jersey Wire Cloth Com- 
is marketing as 


agent two new ash sifters, styled the 

















* Pérte ction” and “Triumph” ash sifters. 
"it “Perfection” Sifter at left 


“Pértection” and “Triumph” respec- 
tively. The “Perfection” ash sifter 
measures’ 30 by 30 by 21 inches and 
will sift large quantities of ashes, en- 
suring perfect separation of the coals 
and cinders from the fine ashes. It 
is very simple in construction, hav- 
ing a cone shaped screen which re- 
volves, and which is automatically fed 
through a stationary screen in the 
hopper. 

The company states that it is im- 
possible for either the revolving or 
stationary screen to become 
clogged. The top closes tight over a 
large hopper, and a dust screen in the 
cinder chute makes this sifter dust- 
tight. The top casing is removable, 
and the revolving screen may be re- 
moved or replaced in five minutes. It 
is claimed that one of these sifters 
will last a ‘lifetime without getting 
out of order if properly used. « “Per- 
fection” ash sifters are packed two 
in a crate. Weight, 45. pounds. 

It is stated by the New Jersey Wire. 
Cloth Company that the “Triumph” 
ash sifter was designed to meet the: 
demand for a practical rotary sifter 
which would sell at a moderate figure. 
This sifter is substantially built, be-. 
ing lock-seamed or riveted to prevent 
damage from hot ashes. The rotary 
screen is made of heavy galvanized 
wire, with galvanized steel bands at. 
each end. The cross bars and bear- 
ings are made of heavy galvanized 
stamped steel. The hopper is large, 
square at the bottom, and is riveted 
to the body, and raised above the bot- 
tom of the rotary screen. This con- 
struction prevents -clogging. The 
body is lock-seamed to’ the heavy 
stamped cover, which fits an 18-inch 
can. 

It is claimed that the “Triumph” 
will sift ashes thoroughly and quickly, 
and that it is easy to operate. These. 
sifters are packed two in a crate. 
Weight, 40 pounds. 


New “Enterprise” Catalog 


The Enterprise Mfg. Company of 
Pennsylvania, located at Philadelphia, 
Pa., has just published its annual 
catalog which describes and illustrates 
the company’s line of sad irons, 
polishing irons, food choppers, bait 
choppers, grinding and pulverizing 
mills, self-priming and measuring 
pumps, beef shavers, herb cutters, 
meat juice extractors, fruit, wine and 
jelly presses, grape seeders, flag pole 
holders, cobblers’ kits, etc. 
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| “Safety First—and Last” 
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are safe and sane— 


First— | 

Associated with us are men who have spent years 
‘behind the Counter”’ in retail hardware stores. Their 
wide experience coupled with an abundant supply of 
common sense, assures the purchaser of our productions 
that Warren Fixtures are correctly designed. 


There can be no guesswork in our institution. 


Second— | 
Warren Fixtures are manufactured in the largest and 
finest equipped plant of its kind in the world. 
Third— 
All orders whether for regular or special Units are 
* under the direct supervision of our Factory Superintend- 


ent, a man who has devoted twenty-five years to the 
fixture business and a man who is known as a ‘crank’ on 


details. 
Fourth— 


Cheap materials, crude workmanship and impracti- 


cal ideas of designing ARE NEVER TOLERATED BY 
THIS COMPANY. 


We have two lines from which to choose and our 
catalogues Nos. 65 and 215 should be in your possession 


today. y 


J. D. WARREN MFG. COMPANY 


ot5 Meader, Man Yak... Masonic Temple, Chicago, II. 


The Largest Manufacturers of Hardware Fixtures in the World 
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Some Stove Pipe Wrinkles 
'.. By A. F. MUELLER 


Continued from page 75 


the oval pipe is the net pattern for the end, and a 
section of the seam between the end and the oval 
pipe is shown at Z. 

It happens ‘at times that it is necessary to make 
a damper for an odd sized pipe or to make a damper 
when out on a job and impossible to get one. Fig. 
5 shows such a damper and Fig. 6 the damper rod 
or essential part. This is' made of a piece of 
bundle band and; the notches are cut with a hack 
saw or file, or when in the shop they: can be roughly 


cut with a lever punch and the edges filed smooth. . 


The damper disc is cut smaller than the diam- 
eter of the pipe, as there must be some exit 
for the smoke, and the rod is riveted to it. In 
putting up stove pipe the seams should be out 
of sight as much as possible and they are placed 
next to the walls. Then on the small end of a 
length, at the left, punch a hole just above the bead 
as shown in Fig. 7. Opposite, or on the right side, 
cut a slot as in Fig. 8. The point of the rod in the 
damper in Fig. 5 is then inserted in the hole in Fig. 
7 and the other notch in the rod is slipped down 
into the slot in Fig. 8. Then when another length 
of pipe is added, if it fits loosely, small motches 
must also be cut for the rod; the joint will look as 
in Fig. 9. If it is necessary that the damper re- 
main in any desired position, in Figs. 11 and 12 one 
way of doing this is shown. Fasten a wire, about 
number 14 or 15 as in Fig. 12, and when it hangs 
straight it will keep the damper open. When bent 
as at A more or less, it will open or close propor- 
tionately. If the wire is not heavy enough a small 
weight can be added at the lower end, and then the 
pipe joint will appear as in Fig. 10. 

It sometimes happens that a 6-in. pipe is joined 

to a 7-in. thimble or a 5-in. pipe is joined to a 6-in. 
thimble, etc. When such is the case, a thimble 
reduced is used as shown in Fig. 13. This consists 
of a pipe collar, sleeve and four springs that are 
made of 34- or 1-in. hoop iron. The sleeve is first 
made to the required diameter and an edge or flatige 
is turned on one end. It is then passed through 
an ordinary stamped pipe collar whose opening 
must be enlarged. A hole is punched in one end of 
each spring and the spring is curved so that the 
rise of the are will be equal to or slightly more 
than one-half of the difference in diameter between 
the sleeve and the thimble. The springs are riveted 
to the sleeve so that the other ends will touch the 
collar. The article is then ready to be slipped into 
the thimble and should go in quite tight. A section 
is shown on the line I-L through a spring in Fig. 
14. These reducers are frequently used and those 
for 6 and 7-in. thimbles should be kept in stock. 
- In cutting off a piece of pipe, away from the shop, 
it is impossible to put a rivet in the seam to pre- 
vent it from slipping. In Fig. 15 at B is shown a 
scheme to take the place of a rivet. The pipe is 
notched at the seam and the material is bent across 
the seam, thus forming a hook and an effective 
preventative of the seam slipping. 

Fig. 16 is a pipe reducer whose edges in the joint 
were all formed with the plyers. This is another 
expedient that is used when the workman is away 
from the shop. The lock C is made first and then 
the lock D. The flat ring is made of a piece of pipe 
that has beeri cut open and flattened out. 

Fig. 17 shows a method of fastening a wire to a 
pipe when it is desirable that the wire should not 
go around the pipe. Two holes are punched or 
pushed through the pipe with an awl, about an inch 
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apart, and the wire is run through them and the 
overlapping parts are then twisted together. Two 
lengths can be wired together by this method. 

When a pipe is cut in two, one of the ends on the 
cut must be crimped or made smaller so that it can 
be joined to another length. When there is no 
crimper handy this can be accomplished by unscrew- 
ing the bolt in the tinners snips so that the blades 
of the snips are held together very loosely and then 
inserting the end of the pipe between the blades the 
end: can be crimped satisfactorily with the snips 
and the end of the pipe will appear as shown in Fig. 
18: In stretching the ends of stove pipe, they should 
first be run through the crimper and then the 
crimps removed, on the mandril with a mallet. 
Usually the stretching is done with a hammer 
which leaves uneven marks and bruises that are 
avoided by the crimping and straightening method. 

A method of fastening two lengths together is 
shown in Fig. 19, which consists ef riveting loops 
to each of the lengths and then wiring the pieces 
together, as at E-F. 

Elbows should always be. riveted to horizontal 
pipes and not to vertical pipes. When riveted to 
the former the weight of the elbow and the hori- 
zontal pipe will keep the elbow and vertical pipe 
together. This is also shown in Fig. 19. 

Fig. 20 is a stove pipe anchor, made of number 
7 or 8 wire. It is placed on the inside of a chimney 
through the thimble, and stove pipe wire is fastened 
‘to the loop and run between the pipe and the thimble 
and is attached to the vertical pipe to prevent the 
pipe from pulling out of the thimble. The length 
of the anchor from the center of the loop to either 
end is an inch longer than the diameter of the 
thimble. It is often necessary to bend it to get 
it into the chimney where it must then be straight- 
ened. 


Effect of War on Hardware 


Continued from page 60 


the arid Southwest and the shearers of the far 
Northwest. These men will have only that to which 
they have been accustomed. If England fails us in 
shipments next spring we shall be in a quandary. 

There are still many bird cages sold, even though 
most states forbid the caging of our native birds, 
for Germany furnishes innumerable canaries from 
this peculiar-industry in the Hartz Mountains. But 
we shall not get them for a long time, and the 
hardware men will sell but few cages. 

These are only a few of many direct instances of 
the effect of the war upon the hardware business, 
and the indirect effect is far greater in the far-flung 
uncertainty and halting in all commercial life, es- 
pecially in the cotton states. Also, the hardware 
man is guessing as to what the Southern planter 
will plant next spring. Will it be cotton, with all 
the innumerable agricultural implements that go 
with the cultivation of cotton, or instead other prod- 
ucts that largely demand implements of a different 
nature? So far there is no answer vouchsafed. 
Amid all these uncertainties and complexities of 
the situation one thing seems clear enough—that 
the war will only accentuate that steady progress in 
all hardware lines which for years has been growing 
away from the use of the foreign product and lean- 
ing more and more upon the native article—New 
York Times. 


THE PEERLESS ELECTRIC VACUUM CLEANER CO., 
CLEVELAND, manufacturer, has been incorporated with 
a capital of $10,000, by H. E. Bohn, William H. Klee, 
S. J. Deutsch, A. M. Klein and I. J. Rothschild. 
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A 90-Year Old Indian Made This 
Razor Out of a Nicholson Mill File 


For 8 years it was used to shave the heads of a band of “Osage” Indians. 
A curio that speaks for itself of the high quality of the steel always used in 


Nicholson Files _. 


NICHOLSON FILE CO., Providence, R. I. November Ist, 1913. 


Dear Sirs: 


Wt 


HT 


I am sending you under separate cover a curio that 1 obtained yesterday in Paw- — 
ee error ar and noticing your name on same, procured it and its history. == 

From what | was able to learn, this curio was made by an old Indian, in the Indian = 
village of Pawhuska, ten years ago, from one of your FILES, all of the work being done = 
by hand, using nothing but his crude tools, which consisted of a hand bellows, a flint = 
hammer, and an emery rock. 

If you will notice.......... it is as nearly perfect as if dome by machine, the edge 
of the blade being in perfect alignment. 


It was used by this band of OSAGES (who by the way are the wealthiest Indians in 
= the world, on account of their oil royalties) for about eight years. They used it to shave 
= their heads, with the exception of what is ‘known as the scalp lock (which on an Osage 
EE Indian runs in a line about two inches wide from his forehead to the back of his neck), 
=e and was then presented to the man who gave it to me. 
= The Indian who made it is still living, and as near as is known is nearly One Hundred 
= Years old. == 

Trusting that in case you see fit to use this as an advertisement that it will show = 
to others what it did to me—that is, that when better files can be made 
NICHOLSON will make them, | remain, 
Very truly yours, 
H. A. KISER, President, 
K. C. Oil Co., 
Tulsa, Oklahoma. 
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“FILE FILOSOPHY’’ — 


A 50 years’ education on files in 
an hour, and our Catalogue — 
Sent FREE on request. 


NICHOLSON FILE COMPANY, PROVIDENCE, R. |. 
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Price-Cutting on Automobile Sup- 
plies 


H ARDWARE dealers all over the country are 
complaining that mail order houses are selling 
auto accessories to the consumer at dealers’ prices. 
This condition actually exists, but it is well to know 
why it exists. In the first place, when the automo- 
bile industry was young, hardware jobbers and deal- 
ers refused to handle supplies, as it was comsidered 
a fad. As garages were few, the demand for sup- 
plies had to be met in some manner. The consumer 
could not buy from the manufacturer, and conse- 
quently innumerable mail order houses. sprang up 
and did a thriving business. Most of these cut 
prices. Did the manufacturer approve of this? No 
indeed, and many refused to sell through them, at 
first. Possibly 80 per cent. of all automobile sup- 
plies are sold through catalogs. As the demand in- 
creased the competition among manufacturers be- 
came more keen, until at the present time they are 
sold on practically as narrow a margin as nails. As 
a result the manufacturer who refused to sell to eut 
rate houses necessarily was limited to a small out- 
put, and could not compete in prices with others. 
"There was only one thing left for the manufacturer, 
and that was to get the business wherever he could. 
He did not want to sell his’ products through the 
ecut-rate mail order houses, but was forced te. 

This answers the question as to where the blame 
lies. Had the hardware trade (which is the logical 
means of distributing automobile supplies) come 
forward to handle this business from the first, the 
industry would be on a far different basis at pres- 
ent. Even now a very large number of hardware 
jobbers and dealers do not realize the possibilities 
in this line. However, many of the wide-awake ones 
are now getting into the game, and find conditions 
that they deplore. They blame the manufacturer, 
whereas the fault is entirely their own. 

The question now is, how can these conditions be 
bettered? Some of these mail order houses are 
strong and reliable and are in the business to stay. 
The great majority, however, are weak financially, 
and if the hardware dealers would stock a good line 
of auto supplies besides tires and spark plugs, the 
weak ones would be forced out of business. And 
these are the ones that slaughter prices the most. 
The average motorist would prefer to buy in his own 


eel 





town even though he had to pay a few cents more.. 
However, if this dealer does not carry the article he 
wants, he must order by mail. 

If the hardware dealer and jobber go into the 
auto supply business in a whole-hearted way, it is 
only a question of a short time until the auto owner 
will become educated to buy from them, and will 
welcome the change. 

THE NATIONAL MOTOR SUPPLY Co., Mfrs. 
V. H. Meyer, President. 


Gasoline Free from War Influence 


HAT the international war which is tearing at 
the vitals of foreign countries ‘will have no 
effect, either now or in the near future, upon the 
price of gasoline and lubricating oil is the expressed 
opinion of a high official of the Standard Oil Com- 
pany. The price of gasoline may even go down a 
fraction of a cent, he says, and in the next two 
years it will not increase more than 1 cent a gallon 
and probably not that much. 

According to this official, who is in a position 
which gives him opportunity to survey the oil field, 
there is plenty of crude oil now in sight to last at 
least two years, during which time it is very un- 
likely that there will be any appreciable change in 
existing prices. 

Speaking of conditions in the oil industry, he 
said: 

“Of course it is impossible to state positively what 
the next two years may bring forth, but there is noth- 
ing in sight now which leads us to think that there is 
any likelihood of a shortage of crude within that period, 
or, in fact, for a much longer period. 

“The only effect the war situation can have is to de- 
crease the demand for gasoline and lubricating oil in 
the foreign field. It is obvious that Europe will not em- 
ploy motor cars as extensively as has been the case in 
the past, and naturally the demand will be tremendous- 
ly decreased. 

“That being the case, and if the price is influenced by 
supply and demand, why will there not be a lower figure 
than at present?” was asked. 

“Because the existing price is about the lowest at 
which gasoline can be sold with a profit to the refiner- 
ies,” was the answer. “Take New York, for example, 
where an enormous amount of gasoline is used. The 
Standard Oil Company receives from 9 to 11 cents a 
gallon from garages and private tank stations, the dif- 
ference in price being due to transportation costs. Some 
deliveries cost us more than others. We cannot sell our 
product for much less and realize a living profit.” 
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Powerful and Penetrating. 

Hand operated—no batteries—no wiring 
necessary. 

Finished in black enamel—with nickel 
trimmings. 

Attaches to the side of the driver's seat 
without the least trouble. 





Sparton quality—Sparton materials— 
Sparton workmanship—and the in- 
comparable Sparton tone. 








Right now there is a golden 
opportunity fer you to share 


D e al e rs in the huge Sparton Business. 


Write for complete details. 
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The Sparks-Withington Co. 


Jackson, Mich. 


Model EJ 
$4.25 
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“Type X” Electric Horns 


The Fulton-McCutchan Com- 
pany, 1514 Michigan avenue, Chi- 
cago, Ill., is placing on the market 





Type “X” electric horn 


two types of electric horns, one to 
be mounted on the fore-door of the 
car, and the other to go under the 
hood. The “Type X” is stated by 
the company to be an exceptional 
electric horn at a low price, each 
type retailing for $4. Its tone is 
neither too violent nor too low. It 
is pleasing to the ear, but it com- 
pels attention and effectually clears 
the way. 

The outside type is furnished 





Type “X” electric horn, inside type 


with either all black enamel or 
black enamel and nickel. These 
horns are equipped with full length 
of wire and a push button. The 
enclosed type is furnished only in 
an all-black enamel finish. 


Philip Nungesser Cele- 
brates Anniversary 


Philip Nungesser, of the Nun- 
gesser Carbon & Battery Company, 
Cleveland, Ohio, recently celebrated 
his twenty-fifth anniversary in the 
dry battery industry. For a quar- 
ter of a century Mr. Nungesser has 
been engaged in manufacturing 
and improving dry batteries, be- 
ginning on September 7, 1889, 
when he sold his first dozen dry 
celis for 75 cents each. 

Mr. Nungesser’s early experi- 
ences were similar to those of al- 
most all inventors. People refused 
to believe that his batteries could 
ever be used for anything practi- 
cal. Other persons thought him 
crazy. He insisted, however, that 
there was a wide use for his prod- 
uct, and at length he succeeded in 
having his batteries tried in con- 
nection with telephone service. 

To-day Mr. Nungesser is one of 
the leading figures in the dry bat- 
tery ‘industry, and his experiments 
and researches have covered every 
phase of dry battery development. 


products. 


Big Spark Plug Makers 
Combine 


The manufacture of spark plugs 
for motor cars has become one of 
the great side issues of the automo- 
bile industry. In order to meet the 
increased demand, the Champion 
Spark Plug Company, of Toledo, 
Ohio, supplying exclusively the 
Ford, Overland and Studebaker, 
has just entered into an important 
working affiliation with the Jef- 
fery-Dewitt Company, of Detroit. 
Under the agreement, the Cham- 
pion company will make and mar- 
ket the “J-D” and “Reliance” 
plugs, formerly the product of the 
Detroit concern, in addition to the 
well-known “Champion” plugs. All 
of the spark plug business formerly 
done by the two concerns will be 
conducted from Toledo. 

In the future the energies of the 
Jeffery-Dewitt Company will be de- 
voted exclusively to the manufac- 
ture of porcelains and porcelain 
All of the spark plug 
machinery and equipment of the 
Jeffery-Dewitt Company is now be- 
ing moved to Toledo, and will be in- 
stalled in the Champion plant, 
which has recently been enlarged 
by the addition of forty thousand 
square feet of floor space. All 
parts, nuts, bolts and washers en- 
tering into the manufacture of 
spark plugs will be produced from 
the raw material by machinery de- 
signed especially for quantity pro- 
duction. The output of 25,000 
spark plugs per day at the present 
time will be greatly increased, to 
take care of the added business. 

The porcelain plant in Detroit, 
one of the most modern and best 
equipped in the country, produces a 
porcelain which is said to be su- 
perior to the imported. The plant 
has a capacity of 35,000,000 pieces 
per year. The Champion and Jef- 
fery-Dewitt officials declare that 
the consolidation of the two com- 
panies will result in an improved 
product, better service to the manu- 
facturer, dealer and consumer, as 
well as increased factory efficiency. 


“Positive” Steam Vul- 
ecanizers 


The Positive Supply Company, 
Davenport, Iowa, has just placed 
upon the market the “Positive” 
steam vulcanizers, made in two 
types, one for tubes and the other 
for both tubes and casings. The 
combination type for casings and 
tubes is stated to be clean, efficient 
and safe, and will positively vul- 
canize any patch, so that the patch 
actually becomes a part of the cas- 
ing or tube. Tires can be repaired 
at any time and anywhere, along 
the roadside or in the garage. This 
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device is portable and weighs only 
four pounds. The “Positive” is 
scientifically constructed and high- 
ly nickel-plated. Steam is used, 
for the manufacturer claims that 





“Positive” steam vulcanizer for tubes 


this is the best heat, as all manu- 
facturers of tires use it for vul- 
canizing. The heat of the steam 
in the “‘Positive” is evenly distrib- 
uted to every portion of the re- 
pair, making a perfect cure, and 
the repair cannot be burned, over- 
cured or undercured. The retail 
price of the combination “Positive” 





“Positive” steam vuleanizer for cas- 
ings 


outfit for casings and tubes com- 
bined is $5, and the price of the 
“Positive” for tubes only is $1.50. 


The “Wauto” Water Pail 


The Pillsbury Sales Company, 
1100 Hennepin avenue, Minneapo- 
lis, Minn., is producing and mar- 
keting a very handy accessory item 
in the “Wauto” pail, used for car- 


rying water to the fadiator when. 


on the road or in other places where 





The Pillsbury “Wauto” Pail 


a water hose or bucket is not at 
command. The “Wauto” is a unique 
way of carrying water and is manu- 
factured from high-class water- 
proof canvas. There are no hinges, 
pins or other parts to become loose, 
and it lies flat when not in use. 
It is constructed for rough usage, 
is practically indestructible, is not 
a garage ornament but a_ sub- 
stantial, convenient article 
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A Big Seller 
For Heavy Cars 


When you have calls 
for an extra strong 
Jack for heavy autos, 
sell our Standard 
Junior No. 2, here 
shown. 


This Jack has an ex- 
tra step, affording a 
wide range of heights 
and practically com- 
bining “2 Jacks in 1.” 
It has great clearance 
and will lift a 2000 
potind load 8 inches, 
if required. Our 
Standard Jacks are 
made in all sizes. We guarantee satisfaction 
to every dealer and user. You'll find them 
good, profitable sellers. 





Patented 


Send for Catalog and Prices 


National Standard Company 
Niles, Michigan 
Successors to 


COOK’S STANDARD TOOL CO., Kalamazoo, Mich. 





For Your Customers Who 
Own Motor Cars, Motor 
Boats, Motorcycles 


HARRIS 


TRADE MARK REG. U.S. PAT. OFF, 


OILS 


GREASES 


They are America’s Leading Lubricants. You 
run no risk in recommending HARRIS 
products. HARRIS OILS are such pure and 
reliable lubricants that once used they become 
fast friends. 


HARRIS CYLINDER OIL—Made in three 
grades and sold in barrels, half barrels, five- 
gallon and one-gallon cans. 


HARRIS TRANSCOMPOUND—A trans- 
mission oil reduced to the consistency of a 
grease. 


HARRIS MOTOR CAR SOAP—An efficient 
soap which will not harm the finest surface. 
WRITE FOR OUR DEALERS’ DISCOUNTS 


A. W. HARRIS OIL CO. 


326 S. Water Street, Providence, R. I. 
Branch: 143 No. Wabash Ave., Chicago, III. 





























Getting the Right 
Line 


HERE are a number 
Ter salesmen who 

wish to carry a side 
line—but what line, 
that is the all-important 
question. A small ad- 
vertisement in the 
Opportunity Exchange 
Department paves the 
way to get in touch 
with many firms who 
require such men. The 
cost is small compared 
with results. 


50 words, $1.00 
That’s all. 





. Opportunity Exchange, 
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SPLITDORF MAGNETOS 


low and high tension—are made in a wide 

of models for all manner of work and th 
give your motor more power—make your motor 
run smoother and quieter than will any other 
make, and, equipped with one, you can 

start your engine on a quarter turn. 


We'll exchange your present magneto of any 
make on a liberal allowance basis for an up-to- 
the-minute SPLITDORF low or high tension. 
SPLITDORF PLUGS thete a experimenta 


l—they are 
standard. sr since the ce as the ‘“‘com- 
mon sense 


they t—no more and Bo 
less. SPLITDORF 1 PLUGS et f outlast 


your 
thousands are rarely removed from a cylinder head. There 
is nothing fanciful about them—they are made to endure 
any and every strain of ignition put upon them. 


Why not Stock Up on a standard article 
always in demand? 


SPLITDORF ELECTRICAL COMPANY 
98 Warren Street ‘NEWARE, N. J. 














NOTES OF THE RETAIL HARDWARE TRADE 


CLANTON, A.—The Clanton Hardware Company has pur- 
chased the fone of the Gamble Hardware Com 
has been incorporated with a —— stock of $50,000. 
interested are: C. F. Jones, pres Collins, vice-pres- 
j and J. D. Martin, secretary and treasurer. firm 
will ndle a complete line of shelf and heavy hardware, 
stoves and 7 a, mill supplies, suricuiteral 1 implements, 
paints, oil and tinware, crockery and furniture. 


CLARKSVI ARK.—Arthur Laster and J. M. Taylor have 
opened a hardware store here under the Snggem of r & 
Taylor. The lines carried include b whips, builders’ 
hardware, buildi paper, churns, croc at and g are, 
cutlery, fishing tackle, heating stoves, and shelf hardware. 


The Benton County Hardware Company 
ka ae completed plans for the erection of a four-story fire- 
proof building its exclusive use. The approximate cost 
of the building will be $50,000, and the dimensions 110 x 150 
feet. It will a have a basement, affording the company 
80,000 feet of ‘Sear space. The two upper floors will be de- 
voted to the wholesale department. e building will be 
equip with an automatic sprinkling system. e stock 
includes on tag accessories, baseball goods, belting and 
onailiee. icycles, ~ Ae wae. builders’ one ve ag building 
sn agi  cemoagge od veh 


> aes cream separators, cutlery, 
gafvan ing tackle, furniture departmen 
vanized a tin yp ty gasoline engines, hammocks an 

harness, heating stoves, heavy farm implements, heavy 
caviivare. iron beds, kitchen ockinate. kitchen housef 7 a 
ings, linoleum, lubricating oils, mechanics’ tools, poultry su 
plies, pumps, refrigerators, sewing machines, sheif hartwarh 
silverware, g& goods, wagons and buggies, washing ma- 
chines. 


VAN BUREN, ArK.—The Hunt & Ayres Hardware & Furni- 
ture Company has been incorporated, with a capital stock of 
$25,000, to coniuct a business in buggy whips, builders’ hard- 
ware, bu ilding paper, churns, cutlery, fishing tack! 
ized and tin sheets, gasoline engines, harness, heati 
heavy farm implements, heavy hardware, iron bec 
cabinets, kitchen poppe oe age ngs, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, pou try supplies, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 








ware, silverware, sporting goods, wagons and b es and 
washing machines. The incorporators are R. Hunt, 


Charles Ayres and others. 


CLOVERDALE, CAL.—J. W. Armstrong has purchased the 
hardware and implement business of Grant & Haehl A 
line of general hardware will be carried. 


RIVERSIDE, CAL.—The Davenport Wheeler Allen Cmany 
has purchased the entire stock of implements, tools, harn 

and rdware of H. K. Small & Sons, which it will add to ‘ts 
own line consisting of the following: Belting and packing, 
buggy whips, churns, cream es cutlery, dairy sup- 
plies, gasoline engines, hammocks and tents, lubricating oils, 
poultry supplies, pumps and washing machines. 


West HartTrorp, Conn.—The Barker-Tanner Hardware 
-Company has been incorporated for the purpose of whole- 
saling and retailing hardware. The capital stock authorized 
is $10,000, and the incorporators Edward B. Barker, Carlyle 
C. Thomson end Abram A. Tanner. A complete line of base- 
ball 3, buggy whips, builders’ ‘hardware, gon paper, 
cutlery, mat supplies, dog collars, 
farm implements, lime and cement, lubricating — paints, 
oils, varnishes and glass, pte rad-d supplies, p roofing, 
pumps, shelf hardware, sporting goods, toys and novelties 





will be carried. Catalogs pommaned on silos and plows, lubri- 
cating oils, lime and.cement, cutlery, toys, small tools, dairy 
supplies and fertilizers. 


Atmgy, Ga—The Ailey Hardware Company is the name 
of a new concern established here, handl a stock of buggy 
whips, builders’ hardware, children’s vehicles, churns, crock- 
ery and glassware, cutlery, dog collars, fishing tackle, furni- 
ture, galvanized and tin sheets, gasoline engines, hammocks 
and tents, harness, heating stoves, heavy farm implements, 
hea vy hardware, home barbers’ supplies, iron beds, kitchen 
nausalereiehs , lime and cement, linoleum, lubricating — 
mechanics’ too " oil cloth, poultry supplies, prepared roofing, 
pumps, a oe and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, sporting goods, wagons and buggies. 

Catro, ILu.—Wilbur’s Hardware Store will shortly open for 
business, retailing bathroom fixtures, “sO cles, a whips, 
builders’ hardware, children’s vehicles, urns, dog 
collars, fishin tackle, hammocks and tents, > ieee stoves, 
home barbers’ supplies, kitchen cabinets, paints, oils, var- 
nmishes and glass, pony supplies, ranges and coo stoves, 
refrigerators, shelf hardware, silverware, 
washing machines and toys and games. 


EVANSTO Inu.—Childs & Raeder have established them- 
selves in Carian at 1617 Orrington avenue, with a complete 
stock of sporting goods, on which they request catalogs. 


GALESBURG, ILL.—Hutmacher & Son have recently opened 

a hardware ‘store, carrying a stock of belting and pa 
haaey whips, churns, cream separators, gasoline cnaiaen, 
harness, heavy farm implements, ne = ea olls, pumps, 
wagons and buggies, and washing machines 


HamMMOND, Itt.—J. W. Gibson has purchased the stock of 
. S. Finfrock & Company, which he will add to his own. 


ALL, Inu.—L. G. Archer has purchased the interest 
Casteel. 


MarRsH 
of H. G. Casteel in the firm of Archer & His son 
has been taken into ——— p and the firm will now be 
rat ng pt L. G. fs toa 
w cream 
heavy. farm n_implements, lubricating: ggg prepared roofing, 

ps, and wagons and e concern has been es- 


Pablished 44 years. 
PLYMouTH, ILL.—White & Emery have aommered, the 
ness of Cecil” & Shaffer, and will ‘take possession of 
after an inventory has been made. The firm handle a com- 
plete line of beiting and packing, bicycles, buggy whips, 





Paper, souens, roam cream separators, cutlery, dairy sup- 
plies, dynamite, electrical household specialties, 
fishing tackle, vanized and tin sheets, gasoline engines, 
heat stoves, vy farm implements, heavy hardware, iron 
beds, kitch kitchen ishings, eaten | 
oO prepared roofing, pumps, ranges 

machines, shelf hardware, 


sewing k 
silverware, mm age Bont wagons and or" washing ma- 
chines, to which bicycles and tin shop have been 
added. et seen on motor trucks, heating stoves, 
churns, gasoline en and pumps. 


Ropinson, Itu.—Articles of incorporaticn have been filed 
by the Geo. H. Newbold Hardware Com y with George 
H. eagtoteg mond Roy E. heatig ~ any Guy HL eo id and Bosworth 
Mills as incorporato The stock will consist of the follow- 
ing: Baseball pane ag bicycles, b ng ie hard- 
ware, churns, cream separators, cutlery, 


ines, hammocks and tents, harness, heating stoves, 
heavy farm implements, heavy hardware, home barbers’ sup- 
plies, kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, 
poultry supplies, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting zg 

wagons and buggies, washing machines. Catalogs requested. 


MISHAWAKA, Inp.—C. L. Barnard & Son have succeeded 
Maxwell Bros., handling a line of baseball goods, bathroom 
fixtures, bicycles, bu whips, builders’ hardware building 
paper, children’s es Bemutony cutlery, dairy supplies, dog 

collars, = , galvanized and tin sheets, 
hammocks a a heating’ st stoves, home barbers’ supplies, 
kitchen bacmpaients ishings, noleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, pre- 
pared roo , pum ranges and ‘cook stoves, refrigerators, 
sewing m: machines, shelf hardware, silverware, sporting , 
tin shop, washing machines. 


New CastTiz, Inp.—The new building in the course of erec- 
tion for Draper & Phelps been completed and has been 
opened with a stock of b whips, cream separators, 
heavy farm implements, gasoline engines, wagons and bug- 
gies, and washing machines. 


Lisbon, Ilowa.—J. A. Van Fossen & Son have established 
ae here, carrying automobile accessories, belting and 
packing, buggy whips, gasoline engines, harness, heavy farm 
mene worn Me pag lubricating oils, paints, oils and varnishes, 
wagons and buggies, and washing machines. 


MacxssureG, lowa.—Norris Jordan has succeeded L. H. Rit- 
ter in the hardware business to which a stock of implements 
kas been added. Catalogs requ 


Marcus, Ilowa—cC. C. Iverson has engaged in the imple- 
ment business here. 


Onawa, Ilowa.—F. L. Larsen has succeeded to the hard- 
ware business of Tollinger & Jepson. The stock includes 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cream se rs, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, hammocks 
and tents, harness, heating stoves, hea hardware, kitchen 
housefurnishings, linoleum, lubricating oils, oil cloth, paints, 
oils, var es and glass, prepared roofing, pumps, ranges and 
cook stoves, sewing machines, shelf hardware, silverware, tin 


shop and washing ines. 


PaLMER, Ilowa.—H. R. Pulley has opened a hardware store 
here and will carry the following: Bathroom fixtures, belt- 
ing and packing, builders’ hardware, churns, cutlery, dyna- 
mite, fishing tackle, furnaces, furniture department, galvan- 
ized and tin sheets, heating stoves, heavy hardware, iron 

kitchen cabinets, kitchen housefurnishings, linoleum, 
lubricating oils, oil cloth, paints, oils, varnishes and 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, silverware, tin shop, washing machines, on which 


catalogs are requested. 


PavuLina, Ilowa.—The Jacobs Hardware Company has com- 
pleted a new brick building 50 x 80 feet, two stories and 
basement, which it will occupy as a hardware store, carry- 
ing a complete line of the following: ball bath- 
bicycles, buggy whips, builders’ hardware, 
churns, cream separators, weve ot de dairy supplies, dog col- 
lars, electrical ee Bg ialties, fishing tackle, 
galvanized and tin a, goalie engines, canaheer stoves, 
heavy farm A whom lu some oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware, spo _— tin shop, wagons and 
—— machines. ny improvements will be 
made in the store, including new fixtures, show cases and 


shelving. 


Twin Fauts, IDano. —The Idaho Hardware & Implement 
Company, conducting both a wholesale and retail business, 
has engaged in ee Pat with a stock consisting of baseball 
goods, bathroom fixtures, bicycles, buggy whips, builders’ 
hardware, children’s vehicles, churns, cutlery, dog co 
dynamite, fishing tackle, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and plumbing department, prepared roofing, 
pumps, ranges cook stoves, shelf hardware, sporting 

buggies, machines. Catalogs re- 


wagons and 
quested on hardware and implements. 


Tonta, Kan.—The J. Gish Hardware Company has 
moved into its new building. Its stock will inclade bathroom 
fixtures, ting and buggy whips, builders’ hard- 

tors, cu cutlery, dairy supplies, fishing tackle, 
galvanized and tin sheets, — engines, har- 
ness, heating stoves, heavy farm implements, heavy _ hard- 
ware, lubricating oils, mechanics’ tools, plumbing depart- 
t, roofing, pumps, ranges and cook stoves, shelf 
wagons and buggies, machines. 


hardware, tin 
Catalogs request on hardware and implements. 
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' Atkins Silver Steel Perfection, No. 5_ 
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ATKINS CROSS 


CULE 
Ws 

MADE ¢# 

SILVER STEEL 


E. C. Atkins & Co., Inc. 


THE SILVER STEEL SAW PEOPLE 


Home Office and Factory 
Indianapolis, Indiana 


Canadian Factory, Hamilton, Ontario 


Branches carrying complete stocks in the follow- 
ing cities, address E.C. ATKINS & CO., Inc. 


Atlanta New Orleans Seattle 
Chicago New York City Vancouver, B.C. 
Memphis Portland, Ore. Sydney, N.S. W. 


Minneapolis San Francisco 


Messrs. John Shaw & Sons, Wolverhampton, 
England. Agents for Great Britain 


TKINS CROSS CUT, TWO MAN and 
ONE MAN SAWS, like other goods 
bearing our name, are scientifically 

made and of the very finest material. The 
shapes of the different teeth insure the most 
rapid cutting for whatever timber they are 
adapted. SILVER STEEL is as fine as razor 
steel. It is given a hard tough temper and 
will receive the sharpest edge and hold it with 
least refiling. All SILVER STEEL CROSS 
CUT SAWS are SEGMENT GROUND. 
This is an exclusive ATKINS process, where- 
by the blade is ground of even thickness along 
the entire cutting edge and gradually tapers 
throughout the blade, towards the center of 
the back. These saws are guaranteed to run 
easier, to cut faster and to hold their edge 
longer than any other. 


The Perfection Tooth Saw has four cutting 
teeth and a raker, alternating. It is ground 
14 gauge along tooth edge, 17 gauge on the 
ends at back, 20 gauge in center of back. No. 
5, for heavy timber, 7 inches wide at center. 
No. 4 for smaller timber, 6 inches wide at 
center. No. 12 for felling, 444 inches wide 
at center. 


Atkins Rex No. 540 has two cutting teeth and 
a raker alternating. Same gauge as the Per- 
fection. The Rex Tooth Saw comes in same 
widths as Perfection. No. 1 and No. 540, 7 
inches wide. No. 3, 6 inches wide and No. 
11, 4%4 inches wide. 

They list from $3.10 each in 4 foot lengths to $9.30 in 
8 foot lengths and subject to liberal discount. 


ATKINS SILVER STEEL CROSS CUT SAWS are 
for sale by all leading jobbers and the genuine have our 
name, E. C. ATKINS & CO., SILVER STEEL, 
SEGMENT GROUND, etched on the blade. If you 
have any trouble in getting them in this way, write to 
the nearest address. 
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VY TRAPS 
Catch Dollars 


egy, UPPOSE the only way to catch dollars 
fami, was to set Victor [Traps for them— you 
would order early—wouldn't you ? 


Victor Traps actually bring in many an easy dollar to your 
till—if you have them when the trapper is ready to buy. He 
has learned to look for the “‘V”’ in the pan, knowing that it 
means a ‘“V”’ in the trap later. Your jobbers stock is at its 
best this month—Order now. 


ONEIDA GOMMUNITY, LTD., ONEIDA, N.Y. 
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TWO DOLLARS A YEAR 
TEN CENTS THE COPY 


* be 1d Xx Na -x 
We created these tires to meet the actual demand of thousands of conservative bicycle riders 


The tire buyer 
who does not 
consider first 
cost buys Vac- 
uum Cups— 
their higher | 
price is that NS 
much more | . 
economy. 

























There’s a big section of 
buyers, too, who make 
their tire expenditure on 
a more moderate basis. 







They want V. C. quality propor- 
tionate to a more available price. 











lA To fill this actually existing demand, 
Af we have created 


y PENNSYLVANIA * 
* THREE * STAR x 
BICYCLE TIRES 


—new factory brands, built for uttermost value, and carrying guarantees that protect 
the dealer and the user alike. Ask for descriptive literature and dealer proposition on 
the Three Star Line. It is something new—something bigger and better in sales plan. 















PENNSYLVANIA RUBBER CO., Jeannette, 
New York Boston Los Angeles Minneapolis Seattle 
Chicago Pittsburgh Detroit Omaha Dallas 
Cleveland San Francisco St. Paul Kansas City, Mo. Atianta 


An Independent Company with an Independent Selling Policy 


ae Te TREE bY SITAR LINE bi 


Table of Contents, Page 51 Index to Advertisers, Page 129 
Situation and Help Wanted and Business Opportunities, Pages 100 and 101 



































Dealers Profits 
Spread 


under the influence of the 
large sales of Mosler Vesu- 
vius Spark Plugs. 


High speed, energetic ignition and 
greater power have made them the 
plug with thousands of users. 


The demand for them is growing 
constantly. 


Spark Plug Users are finding out that 
Vesuvius Plugs have a special stone 
insulation which is indestructible—that 
they can be easily taken apart and re- 
assembled absolutely gas-tight—that 
they are guaranteed forever as to work- 
manship and material. Users are go- 
ing to the stores who handle Mosler’s 
Vesuvius Spark Plugs. 


They buy and become satisfied users. 


Why don’t you take advantage of 
this demand? 


A small stock of Moslers will start 
things your way. 


Write or ask your jobber today for 
the Mosler proposition, or direct to the 
factory if he does not supply you. 


Send for Introductory Offer “A.” 


A.R. Mosler & Co. 


New York, N. Y. 
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OU’D think the ‘‘Safety First’’ 

idea originated with the Iron- 

clad—it’s so well protected. A 

heavy cast iron case wards off 
blows that would put the average alarm 
clock out of business—it conceals the 
bell and guards it from any danger— 
its weight holds the Ironclad firm on 
its feet. 


There’s a slim chance of the Ironclad 
being knocked on the floor—there’s 
small chance of its being hurt by the fall. 


The Ironclad doesn’t need the repair 
man often enough to get acquainted 
with him. <A drop of oil and cleaning 
every other year—well, we know of 
Ironclads ten years old still going strong. 


Height 5 inches. Weight 24 lbs. 
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La Salle, Il. 


That’s why the Ironclad is such a 
good clock for the merchant who likes 
a long profit clock but doesn’t want to 
bother with repairs. 


Your name and advertisement on the 
face of twenty-four [ronclads—no extra 
charge. Can you picture a better adver- 
tisement—your name and address in 
the home of your customer, seen doz- 
ens of times a day for several years to 
come—and you’re paid a handsome 
profit for every ad you place. 

With an order for a case of twenty-four 
clocks we'll send, on request, five show cards, 


18 display cartons and pictures of striking 
window displays to be built with them. 


The selling season on alarms is zow—to display them is 
to sell them—order through your jobber or direct. 


Dial 23 inches. 


85c each, net, in broken lots. 80c each net, in case lots of 24. 
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Coes’ Steel 
Handle Wrench 
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BALL RACE 


Rive? 





SHOWING BALL 
IN FACE OF BAR 





6 Solid Whole 
Parts Only 








STEEL SHELL HANDLE, 
INTERNALLY SUPPORTED 





Defies Destruction 


Steam, acids, moisture, heat and cold—these caustic elements encountered 
around machinery and in the shop, would very soon destroy the “‘life’’ of an ordinary 
wrench. Not an atom of the all steel hardened body of Coes’ Steel Handle Model, 
can all these destructive factors injure. 





Now, as to service. Every one of its 6 solid whole parts is a masterpiece of 
rigidity in itself. When assembled as the “Steel Handle’’ you have a big, husky, 
bring-on-the-work wrench that will satisfy the most particular mechanic. 


You've no idea how an attractive window display of Coes’ Wrenches will spruce 
up a week’s sales. Try it. 


Your Jobber Will Supply 


Coes Wrench Co. 


Since 


Agents: J.C. McCarty & Co., 29 Murray St., N. Y. 











| ; 
; ; 
tif ' | ii tii if | | 
i i ti i PEE etiie | itt 
| j ; j | ; i 








gO UU IU 


















i Pietiatiaiial PPTTTETTP PTET 
| AUNNARNNAAUATUGATANTHT HATTA 
| ' | i} if eaee iii 

iit | betitii Phtidie | i; } iil 












October 15, 1914 HARDWARE AGE 5 


Coes’ Knife 
Handle Wrench 













10 Solid Whole 
Parts Only 





Handy All Around 


Just get the “‘feel’’ of this stocky little wrench. Grasp the handle firmly. Notice 
how it fits your hand, how perfectly balanced, how solid. 


When you hand a Coes’ Knife Handle Wrench over the counter and your 
mechanic friend gets the “‘feel’’ of it, he too will notice how sturdy it seems. He 
will realize that he’s going to get good service out of this stalwart tool. Note those 


10 solid whole parts—a typical Coes’ feature. 


The Knife Handle is there every time in an emergency around machinery, and 
is the chief tool of every household. See how it sells next week. 


These Two Coes’ Models 
Worcester, Mass. 


1841 
John H. Graham & Co., 113 Chambers Si., N. Y. 
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“me ‘One Quality on 
that sign signifies 


I’ve got a lot of those tools and when I add new 
ones to my kit they will be of the same make. If 
you want reliable tools, buy~ - 


Brown G8 Sharpe 


Precision Tools’ 


There is satisfaction in selling tools that meet the approval 
of all mechanics. And it is not difficult to work up a 
profitable trade in this line. ut in a stock of these 
ools, display them in your show cases and 
windows.. We will gladly furnish you with 
catalogs, show cards, etc. WE 
’ PROTECT THE DEALER 
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BROWN ¢c&® SHARPE MFG. CO. 


PROVIDENCE, RHODE ISLAND, U. S. A. 
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*“Wear-Ever” Aluminum Roaster 








The Everyday, Year-Around Uses of the 
“Wear-Ever’ Aluminum Roaster 


are many, whereas most roasters are used only once or twice a 
year. 

Last year thousands of Aluminum Roasters were sold by 
““Wear-Ever”’ dealers—helped by advertising in women’s maga- 
zines. 

This year the ““Wear-Ever” Double Roaster will be featured 
again in the following November magazines which appear 
about October 20th—Woman’s Home Companion, McCall's 
Magazine, Pictorial Review, Sunset Magazine, Holland's Maga- 
zine, MacLean’s Magazine, Every Woman's World and Cana- 
dian Home Journal. 

Make the most of the consumer demand for this all-year- 
around utensil. 


Write for Roaster sales helps—sent free to all dealers. 


THE ALUMINUM COOKING UTENSIL CO. 
Dept. 17 New Kensington, Pa. 


Warehouses: New Kensington, Pa.; East St. Louis, Ill.; Portland, Ore. 
Branch Sales Offices 


Baltimore Chicago Detroit Minneapolis New York 
Boston Cincinnati Kansas City New Orleans¢ Philadelphia 
Pittsburgh Portland San Francisco 


‘*Wear-Ever’’ utensils are made in Canada by 
Northern Aluminum Co., Limited, Toronto, Ontario 





g HARDWARE AGE October 15, 1914 












STEEL GEM 
CASTERS 


ALL BUILT OF STEEL 










Prolong the Life of 
Furniture and Floor 


Constant moving will rack the strong- 
est furniture to pieces in time if proper 
rolling facilities are not provided. And 
many a fine floor has been ruined thru 
carelessness in the same way. 


Steel Gem Casters will cushion severe 
shocks, and save both furniture and 
floor. They are unequalled for strength 
and durability—they never break, they 
never wear out. 


You can sell them in confidence. Your 
customers will come back to tell you that 
they “glide along so smoothly.” 


Our catalog will surely interest you. 
Write for it. 


M. B. Schenck Company, Meriden, Conn. 
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ELL the story at the right time by placing your guarantee on a 

tag and attaching that tag to the goods. The man who has a 
guarantee that will hold good wants to place it before the consumer 
when the latter is most interested. That moment is when he is 
making the purchase of the goods. 





If you are manufacturing a lawn mower, a clothes wringer, a hammer, 
a bicycle tire, an electric iron, garden hose, cooking utensils, specialty 
tools, you must have some particular story to tell about the goods. 
Put that story where it can be seen by jobber, dealer and consumer— 
before, during and after the purchase. 


PUT IT ON A 
Downioon 
Guarantee lag 


We make Guarantee Tags in all kinds, shapes, colors and distinctive designs. 
We can send you samples if you want to see them 


Dennison Manufacluing So. 


THB TAG MAKERS 


BOSTON NEW YORK NEW YORK PHILADELPHIA 
26 Franklin Street 15 John Street Sth Ave. & 26th Street 1007 Chestnut Street 
CHICAGO ST. LOUIS 
62 East Randolph Street 905 Locust Street 


LONDON BERLIN BUENOS AIRES 
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Write for Catalogue No. 50 
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American Chain Co., Inc. 
BRIDGEPORT, CONN. 


In Canada—Dominion Chain Co., Ltd., Montreal 


Wiebusch & Hilger, Ltd., U-5- Selling Agents 
106 Lafayette Street, New York, N. Y. 
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Cortland 
New York 


Wickwire 
Brothers 


There's more than one reason for the popularity and selling strength of Wickwire products, but . 
all of them can be traced back to the idea of giving the best value and highest quality possible. = 

We mine our own ores, operate our own blast furnaces, open hearth mille, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Drop-F sane 
Cutting 
Wheels 


‘I nmo 
Pipe 
Cutter 


A COMBINATION of 
STRENGTH and 
UTILITY 


Drop-Forged Steel Frame. 
Drop-F orged Steel Cutters. 
Interchangeable from 2 
Rolls and Wheel into a 
3-Wheel Cutter by Re- 
moving Rolls and Substi- 
tuting Wheels. All Parts 


Interchangeable. 


MADE BY 


Trimont Mfg. Co. 


ROXBURY, MASS. 
Send for Catalog No. 133 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12 inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


2 5 gives a rigid frame at any adjustment. 

ce The frame is light, but unusually strong, 

being made of the best cold rolled steel. 

, . The handle has a rich mahogany finish 
Write for Samples and Prices and all metal parts are nickel plated. 


Packed one in a box. 
Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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ESSENTIAL 


The one essential thing in a 
range is its Baking Qualities. 
Always remember that, and do 
not allow useless “advantages” 
to blind your customer to this 
most important thing. 


The Model “Quality Range 


combines unexcelled baking 
qualities with every range con- 
venience known to the trade. 
The hot-blast fire-box, correct 
proportion, and general good 
workmanship combine to make 
The Model “Quality” Range the 


one range for you. 


May we submit proof? 


AGE 

















“Nothing More Can 


Be Added” 


to the appearance and durability of 
“Real Solid” Aluminum Ware. That’s 
what your customers will feel when 
they purchase. 


It’s a feeling and knowledge that 
means more sales. A woman who 
is fond of a thing is often apt to 
tell others—and when she tells her 
neighbors about the beautiful and 
serviceable aluminum she purchased 
at your store, it’s bound to re-act 
directly on your profits. 


Quality like that in 


“Real Solid” 


Aluminum Ware 


is exceptional. Is real solid by name 
and by nature. Built from 99.93% 
heavy sheet aluminum into one piece 
without seams. 


Spouts and handle are welded on, 
not riveted. Solid in quality, through 
and through. We _ guarantee it 
against wear and tear. It will not 
crack, chip or break. 


Remember, Real Solid Aluminum 
Ware will be beautiful, serviceable, 
easy sellers, satisfactory to your cus- 
tomers. Better get “your” catalogue 
right away. A postal will do. Our 
shipments will be very prompt. After 
you get started, you'll not lose profits 
because of delays on our part. 


15 








Quality Stove & 
Range Co. 


BELLEVILLE, ILLINOIS 


Buckeye Aluminum Co. 


WOOSTER, OHIO 
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That Inquisitive Woman 
Customer 


will want to know a few things about Swissalu. 

Tell her that science has discovered aluminum 
to be the most sanitary for kitchen ware, as it col- 
lects neither injurious verdigris, rust, nor oxides of 
nickle and zinc. 

Add that Swissalu Aluminum can be kept as 
bright as her silverware, and with much less trouble. 

And that the design shown is absolutely new, 
and is made up in articles of everyday use: Teakettle, 
Tea Pot, Coffee Pot, and Cereal Cooker. 

She'll be convinced. She'll be satisfied. You'll 


make a sale and others will follow. 
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The Geo. H. Bowman Co. 


CLEVELAND, OHIO 
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“Clean Up” Big Easy Profits 
On The Washers 
That Sell Themselves! 















There is no doubt about it—here is the one mechanical washer you can sell easily 
—quickly. Every dealer that has put it in stock is selling dozens of them. It 
appeals instantly to housewives. They see its practical feature—its superiority— 
its greater convenience at a glance. Its reasonable price makes it easy for them to 
buy it. You don’t need to “talk your arm off.” It sells itself. 


MAYTAG 


Power and Electric Washers 
with Swinging Wringers 


save women work, worry and money. Their feature—the swinging 
wringer—convinces women that they must own one. With a May- 

the housewife can wash and wring clothes at the same time 
with no possible chance of soiling or tearing clothes. To wash and 
wring on other machines the housewife must hold the clothes above 
the oily mechanism on top of tub, and run chances of staining and 
ripping clothes. When you show her that the wringer can be 
swung to any position, you won't have to do another thing. That 
alone will convince any woman that this is the washer for her 





to buy. 
Begin to get this easy profit. Don’t let the other fellows get it all. 


Write at once for our special selling plans and terms to dealers. 
Do that today. 


Station “A,"* North St. 


The Maytag Company Newton, Iowa. 


Write for special offer to dealers 
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Double Profits Await You—Act Now! 


These lamps make you not only quick profits by their salability, but another 
profit by the advertising you get from the attractiveness they add to your store by 
day and by night. 











Beauty Attracts. Light Attracts. So do not hesitate another day in allowing us 
to fit you out with our most desirable, salable patterns. 








Belknap’s porrasic Lamps 





A an They will unquestionably draw people into your store, and 

lepers: ve you can sell them other goods also. We are so enthusiastic 
i i 3 about Belknap’s Electric Portable Lamps that we feel a hard- 
ware merchant ts not doing himself justice if he does not 


carry them. 





The Best Season Is Here 


Write for prices at once 


BELKNA 








HDW. & MFG. CO., Inc. 
Louisville Kentucky 











Genuine 


“PHILADELPHIA” 


Lawn Mowers 
Known Wherever Grass is Grown 






N purchasing Lawn Mowers for 
{ coming season remember the 
name “PHILADELPHIA.” Re- 
member where made—Philadelphia. 
Remember the _ reputation — 45 
years. Remember the Grade — 
Highest. 
Simple in construction. Fewer parts 
to get out of order. 


All Knives Vanadium Crucible Steel. 


The only Mowers possessing this 
feature. 18 styles hand, 6 styles 


horse mowers. 
Send for Catalog. 
8 STYLE “A” ALL STEEL 


The Philadelphia Lawn Mower Co. 


Makers of the Highest Grade Goods Only 
31st and Chestnut Streets, Philadelphia, Pennsylvania, U. S. A. 




















Automatic Adjustment To Any Ground Surface 


The ee of farm land has created a demand for a fence that will conform to any ground 
surface. Cambria Fence does it. The Flexo Joint embodies flexibility and simplicity in construction. 
It insures instant and automatic readjustment to the most irregular ground surface. Then, too, special 
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The Hexo i ; 
The Flexo Cambria kence Joint 
b. 
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care is given to heavy galvanizing and a perfect tension curve. 
Now you know why farmers specify “Cambria” for their big jobs. Take the hint. 


CAMBRIA STEEL COMPANY 


General Offices and Works, JOHNSTOWN, PENNSYLVANIA 


Atlanta Chicago 
Boston Cincinnati Detroit Philadelphia St. 
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You have now the best 
opportunity In years to 
extend your business in 


. this ‘line, and greatly in- 


crease poe profits. Put 
yourself in position to 
meet this demand, with a 
full line of Cyclone 


Fences and Gates. 


Write us for Illustrated 
Ca and our sure- 
profit prices to dealers. 


We co-operate with you 
im many ways. 


DISTRICT SALES OFFICES 


Cleveland . New York Pittsburgh San Francisco 
Louis Tacoma 


e 
D WeAle s10 UND 


There’s a big business opportunity for you, Mr. 

Dealer, in the widespread demand for wire 
(fencing to take the place of the unsightly, unsani- 

tary wooden fences. 

This demand is the result of an aroused public sentiment in favor of 
better health conditions, which extends to all parts of the country. 


CYCLONE ORNAMENTAL FENCE AND GATES 


constitute the logical remedy for the conditions so generally complained 

of. Their reputation for beauty and durability is nation-wide, and is 
long established. 

CYCLONE FENCE COMPANY 


Waukegan, Dlinois 
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“Tronclad” Waterproof Soles will bring the “Home 
shoe repairers” to your store. And once they repair their 
own shoes with “Ironclad” and wear them they will see 
for themselves what real water shedding leather it is. 


“Tronclad” Sole Leather is put through a special water- 
proofing process that renders it absolutely waterproof. 
More than that, it actually adds 50% to their wearing 
qualities. 





Note the neat, handy individual package the soles come 
in. Remember: Good goods well displayed are half sold. 
Our leather stands the test. Our prices insure liberal 
profits. Our treatment holds customers. 





Your Jobber knows “Ironclad.” Order from him today. 


C. G. Fleckenstein, Inc. 


Chicago, Ill. 





“IRONCLAD” 


WATERPROOF SOLES 


These Soles sre subjected to 
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HIS reinforced line is 


(5 q lv a nN 17e d extra flexible, yet re- 


tains its smooth cylindrical 


form because the center 

Cloth & S ribbon is twisted in the op- 
posite direction to the out- 
side wires and forms a per- 


Ls it.» fect core. It will not crush 


under pressure of the 
clothes pin. 


Stock lengths of all lines 50, 75 








Solid Wire Line 
Heavily Galvanized—Extra Soft—Three Sizes and 100 feet; 500 and 1,000 ft. 


lengths furnished to order, spe- 
cial lengths upon request. 





WRIGHT_WIRE-CO 


Tid WRIGH TH WIRE 
| COMPANY 


Worcester, Massachusetts 
Boston New York Philadelphia 
Chicago San Francisco 








Patent Reinforced Hollow Cable Line 


Made of twelve strands with flat spiral ribbon rein- 
forcing center. Three sizes. 
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The Time— Today! 
The Place—Your Town! 
The Opportunity— 


Dietz “‘Eureka’”’ 


The Smallest Practical Driving Lamp Made 





A Dependable Lamp That Can Be Retailed Over 


the Counter for 


$1.50 


There is a good margin of profit in this neat and 
attractive carriage lamp. It is suitable for use on 
all light vehicles and complies with Night Driving 
laws. Finished in black enamel with nickel plated 
door. 








Actual Height, 7! inches Large Ruby Rear Lens Place your orders immediately with your jobber 


R.E. DIETZ COMPANY 


Largest Makers of Lanterns in the World 
Founded 1840 NEW YORK CITY 


















are offered to wholesalers and 
retailers without apology. 








We invite you to join us in 
handing them out to con- 
sumers. 


SEES: North Wayne Tool Co. 


Earle-Tilden-Sellers-Barden Hallowell, Maine 
Patents 
: Sales Office: 1408-1409 Ford Bldg., Detroit, Mich. 
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A traveling salesman was crowding the 
Boss hard to put in a new line of single- 
barrel shotguns at 25 cents less than regu- 
lar price. 


“Sandy,” called the Boss, “come over and 
look at this gun.” 


“Looks like a fair gun,” said Sandy. “If 
you can buy them for $1 less than the Iver 
Johnson Champion, we can sell a few at 
a profit.” 


“Gee whiz! man, we are giving ’°em away 
at 25 cents less,” sputtered the traveling 
salesman. 


“How do you figure that this gun is 
worth $1 less than the Iver Johnson, 
Sandy?” asked the Boss. 


“Well, take the gun itself, first,” said 
Sandy. “This lug is braised instead of 


being a barrel and lug forged from one bar 
of steel, as in the Iver Johnson. Also it 
lacks other good features, like the solid 
joint pin, compensating locking bolt, wire 
springs, etc., and the varnish finish doesn’t 
have the class of the hand-rubbed finish of 
the Iver Johnson. 

“Just for argument, let’s say these points 
knock off 25 cents in value. 


“But the real point is that our customers 
don’t know this gun. It will take a much 
longer time to sell it, except at a big price 


~ reduction. Our customers will gladly pay 


$1 more for an Iver Johnson Champion be- 
cause they have confidence in it.” 

“Sound reasoning, Sandy,” said the Boss. 
“No, I won’t put in this gun,” he continued 
to the traveling salesman. “We confine 
our efforts to standard goods.” 





IVER JOHNSON’S ARMS & CYCLE WORKS, FITCHBURG, MASS. 
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: But you want your Ammunition business to be 
—-— more than safe—you want it to be profitable. 
And there’s no better way to make it so than 
by giving the gunner 

ROBIN HOOD 
AMMUNITION 


“KICK MINUS — SPEED PLUS— PROFITS MULTIPLIED” 





R. H. makes good with the man behind the gun and 
brings him back for more. 


The superior shooting qualities of R. H. are no less 
attractive than our dealer proposition. If you are not 
next, write us today. 


R. H. shot shells and metallics 
are loaded with Robin Hood 
smokeless powders or with any 
standard nitro powders. 


ROBIN HOOD AMMUNITION CO. 
G STREET, SWANTON, VT. 
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Nature Intended 
that Man Should 
Use Plenty of 


WATER 





More water will be used, if it is easy to 
obtain. 


Deming systems of water supply store 
water under pressure where a plentiful 
supply is always in reserve. 





We can furnish the complete hydro- 
pneumatic outfit consisting of pump, 
tank, gasoline engine or motor, piping, 
etc., or will furnish separate units. 


Have you given any attention to this big 
proposition of water systems? 


Donn 


Hand ard Power; 









Are known the world over as the ‘‘ World’s 
Best.’’ 3 


They are made in a wide variety of styles 
and sizes and are suited to any water 
system that may be required. 


Our booklet “‘Deming Water Systems’’ 
will give you some valuable hints on this 
subject. 


Good profits--no stock. 





Fig. 691—‘“‘Atlas’’ Double Acting Power Pump 
for Hydro Pneumatic Water Supply Systems 


The Deming Company 
SALEM, OHIO 


General Distributing Houses: 
CHICAGO: Henion & Hubbell 
PITTSBURGH : Harris Pump & Supply Co. 
BUFFALO: Root, Neal & Co. 
NEW YORK: Ralph B. Carter Co. 








Thoroughly 
Muzzled Dogs! 





There’s absolute satisfaction in 
knowing that the use of Williams’ 


“VULCAN” 


Drop-forged Safety Lathe Dogs 
offers no “come-backs.” 


Once adjusted they are ready to 
move with assured safety, strength 
and service—not a doubt during a 
life-time of tough-toiling. 


No gates to look after, no way in 
which to overlook making ’em safe, 
no means whatever by which dis- 
favor for them may be created— 
always ready for work or always 
serving. 


All sizes and kinds 
for % to 6 diameters 


at same prices as for doubtful kinds. 


J.H. WILLIAMS & CO. 


Superior Drop-Forgings 


57 Richards Street, Brooklyn, N. Y. City 
Vulcan St. and Kenmore Ave., Buffalo, N. Y. 
32C So. Clinton Street, Chicago, IIl. 
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Patents Pending 


Storm Proof The Sharon No. - 5 Self Cleaning 


Guaranteed to be the most satisfying Barn and Garage Door Equipment 
you have ever handled 


Track and cover in one piece 4-6-8 and 10-ft. lengths. Supports attached above and below every two feet. 
Joints held rigidly in alignment. Strain comes on inside where fastened to the building and will not pull 
down under weight or time. : 

Protects the top of door as well as the carrier and tread. No trouble to get together on a sale. A relief to 
the carpenters to put up. Write us and find out all about it. 


SHARON HARDWARE MFG. CO. ae 








THE “RED RIB’ TANDEM HANGER AND 
TRACK—THE STRONGEST MADE 


Here’s a hanger that will prove a 
big asset to you. It’s a hanger you 
have been looking for. Read the fol- 
lowing : 

Red Rib Hanger Track is 
stronger than any other trolley track 
because it has more strengthening 
ribs. We guarantee this because we’ve 
tried it alongside other tracks. 

The track is a combination of the 
popular round track principle with 
the hanger enclosed. The double 
grooved wheel fits the arched ribs on 
the track and makes a smooth, quiet- 
running hanger with smallest amount 
of friction. 


The track is entirely enclosed. It is 
bird proof and is designed that snow 
and dirt cannot lodge inside. 

The Red Rib Hangers are flexible 
tandem, noiseless and adjustable. 
The frame and links are made of 
malleable iron and the hasp of steel. 

The wheels are bg iron with ma- 
chined grooves and roller bearings. 

Hangers are packed one pair in a 
box complete with bolts and end-stop 
bracket. 

Here’s a Hanger Combination that 
will boost this end of your business. 
When you offer your customers our 
101 Adjustable Red Rib Hanger and 
Track they are assured of receiving 
the “‘World Best.”’ There is no better 
way of satisfying them. 

Get our prices and details at once. 


SAFETY DOOR 
HANGER CO. 


ASHLAND OHIO 
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| The Choice of Expert 
| Metal Workers is = 


APOLLO tcivanizt H EEIS 


“A Product without a peer’’ 


The STANDARD of all 
Galvanized Sheets 


American Sheet Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 


a 
as 0p, 
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DISTRICT SALES OFFICES: 


il Chicago Cincinnati Denver Detroit New Orleans New York Philadelphia Pittsburgh St. Louis 
iL Export Representatives:, Unitep States Steer Propucts Company, New York City | 
} 











po 
Pacific Coast Representatives: UNITED States StezL Propucts Company, San Francisco, Los Angeleé, Portland Seattle 











You and your customers can depend on 


INLAND Galvanized Sheets 


They are not only good sheets but they are good through and through and 


every bundle the same. 

This uniformity is no accident. We secure it by our absolute stnable and control of all 
raw-materials, from our own Minnesota ores down; by performing all the operations in our 
own self-contained plant; and by the most careful inspection in vogue anywhere. 


Tie to INLAND Sheets 


both for your own work and for your selling stock. They give uniform satisfaction and are 
fine ‘‘repeaters’’ both as merchandise and in 


your own manufactured products. INLAND STEEL COMPANY 
2 : Rae a FIRST NATIONAL BANK BLDG., CHICAGO 
Buy smau lots from your jobber specifying ‘“‘In/and or WORKS, INDIANA HARBOR, INDIANA 
Nothing.’’ For prices on car dots or sizable less-than-car lots — sT. PAUL, Pioneer — Offices, ENVER, 1618 Stout St 
ST. LOUIS, National Bank of Commerce B 


‘ ’ ‘ - dg 
for direct shipment from mill, write DALLAS, Praetorian Bldg. MILWAUKEE, Majestic Bide 
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“OVAL OAK” 
ROASTERS 


'SEAMLESS—SANITARY 





A New Addition to the W. C. Co. Line 
of Roasters 


The Crescent Roasters and Bakers made in 
Seven (7) Sizes and fitted with such acces- 
sories as are wanted, have not been withdrawn, 
but the line is supplemented and strengthened 
by the new “Oval Oak,” which is seamless and 
made, as yet, in one size only, 1054 x 1634 x 
7% 1n., or “family size.” 


In operation, vapor condenses on low points 
of the oak-tree top and drips evenly over the 
roast, making the meat tender and juicy. 
Around the edge of the bottom pan is space for 
the gravy to collect and the roast is held above 
the gravy on the raised panel and it cannot 
soak or burn. 


This Roaster is No. 87 and may be ordered 
by the number or by the name. They are 
shipped nested %4 doz. complete in a carton 


with an attractive hanger card for display pur- 
poses. Made to sell at popular price. 


Let us quote on your requirements for Drip- 
ping Pans, Bread Pans, Roast Pans, Fry Pans, 
Spiders and Griddles, Fire Shovels, Coal Hods, 
Ash and Garbage Cans, Pails, Tubs, Oil and 
Gasoline Cans, Fire Pails, Baskets and 
Measures, Stove Pipes, Elbows and Fittings. 


Nearest office will gladly give full informa- 
tion. 


WHEELING CORRUGATING COMPANY, WareuiNe W.VA. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


Also Sales Offices: 


Dallas, Detroit, Los Angeles, Portland, 
Salt Lake City, San Francisco 
Seattle 
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“Has 


Wearing Qualities 
Rarely Found’ 


helped increase business for many hard- 
ware dealers. It is different from ordi- 
nary emery cloth. It is made by a con- 
cern who has specialized in making emery 
cloths and kindred products. 


U. S. Emery Cloth 


is made with especially selected emery, 
glue and cloth. It makes a splendid 
abrasive that cuts well, wears well and 
gives continual satisfaction. 

Yes, it is worth while specifying U. S. 
when you want emery cloth. You take 
no chances in offering it to your custom- 
ers—it serves and pleases. 


U. S. Emery Cloth and the other U. S. 
products, flint paper and cloth, emery 
paper, garnet paper and cloth, are packed 
carefully in serviceable and attractive 
packages or bundles. This keeps them 
fresh and efficient and guarantees their 
civing full satisfaction. 


Be Sure to Specify 


U. S. on your next emery cloth 
and sandpaper order. “It pays,” 
Your jobber has them or write. 























That is why U. S. Emery Cloth has_ 
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Bishops “Greyhound” 


That name sells Saws—don't forget that. The quality of the steel 
used in this saw and the workmanship are superior to that found in any 
other make. 


And when it comes right down to speed and easy-cutting, the 
“Greyhound” will win out every time. 


We are sure the “Greyhound” will suit the most expert saw users 
in your town. We authorize you to Guarantee every Bishop's 
‘““Greyhound” as follows: To cut faster and run easier in all kinds of 
wood and hold its sharpness and set longer than any other saw. 


If a 30 days’ trial does not prove our Guarantee, we will refund the 
money to you on every unsatisfactory saw sold to your customers. 


Made in both Straight and Skew Back in all stand- 
ard lengths from 18 to 30 inches. Send for New Catalog 


and Trade-prices. 











Geo. H. Bishop & Co. 


TRADE MARK. Lawrenceburg, Ind. 








You 
Don't 
Have to Create a Demand 


for Forstner Bits—the demand is already created. The 
thing to do is to supply the demand by keeping a stock 
adequate to meet the needs of all classes of users. 











Forstner Bits 


will do their part. They are guided by the rim, instead 
of the center, and therefore can be guided in any direc- 
tion. Tough grained wood and hard knots won’t deflect 
a Forstner Bit from its course. It bores straight—bores 
clean—leaves a true polished surface. Ask your Jobber 
to supply you. 








The Progressive Mfg. Co., Torrington, Conn. 
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1 Wood Screws 


Stove zi? 6 
Bolts Bolts 


Machine Rivets 
Screws and Burrs 
Largest Stock and Greatest Assortment 


American Screw Co. 


PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 
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SCREWS 


We are manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and discounts. 


Bridgeport Screw Company 
Bridgeport, Conn. 
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Detroit Twist Drills will pay you to sell, because they are known to 
give positive, accurate results. Under severe and trying circumstances, 


they have surpassed other drills for service. 


Never carry a line of hardware if you are not fully convinced that it 
will give you positive satisfaction. Don’t do it—it may seriously injure 


your reputation. 


We ask you to first investigate what Detroit Twist Drills have 
on big jobs, which other drills have been unable to cope with; 


use your judgment about stocking them. 


Write for detailed reports. We want to convince you. 


Get Catalog “‘T.”’ 


done 
then 














The most reliable and 
attractive Boxes made 
for Homes, apartment 


Houses, Office Build- 
ings and Rural Delivery. 


Send for Catalogue No. 23 


Showing several different 
styles and a large variety 
of finishes 





Steel 
Black Japanned 


CORBIN CABINET LOCK CO. 


CORBIN THE AMERICAN HARDWARE CORPORATION, Successor. 
NEW BRITAIN, CONN., U. S. A. 





NEW YORK CHICAGO PHILADELPHIA 
Australian Representative: W. Hermon Slade & Co., Camden Buildings, 418 George St., Sydney, Australia. 





WP CORBIN CABINET LOCK CO, ¥/ 


RS = RB. = 
ANUSACTOREL AY o/| 


Steel 
Antique Copper 


CORBIN 
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EAGLE MOP 
WRINGERS 


bear the reputation of 
being the BEST and 
will under all circum- 
stances give best re- 
sults and absolute pro- 
tection. Not with 
boasting pride, but with 
a feeling of satisfac- 
tion, we again point to 
our record—1I4 years, 
before a criticizing public, and not a dissatisfied 
customer. It is the privilege of truth to make itself 
known. 


The Eagle Mop Wringer 


is the original 3 roller Mop Wringer. Its tested, true 
Merits of Quality brought out imitators and infringers. 
An imitation is never as good as the original, therefore 
be sure it is the “EAGLE” brand you handle. There 
will be more EAGLE MOP WRINGERS sold this year 
than ever. Get your share. 


The Eagle Woodenware Mfg. Co. 
Hamilton Ohio 





Sole Manufacturers 











DEXTER 


“DOUBLE- 
TUB” 


Cuts Washing 
Time in Two 





—two power washers—in the space of one—at about 
the price of one 


—washes by power—rinses by power—wrings by power 
—all at the same time if desired. 


—heavy steel frame—folding steel bench at side carries 
rinse tubs and baskets. 


—does big family washings in half the time required 
by other power washers—gets the clothes cleaner, too. 


—special agency proposition and catalog on request— 
write today. 


DEXTER 
ELECTRIC 


“The Safety Washer ”’ 


—all gears enclosed—no chains or 
moving parts exposed—guaran- 
teed to give satisfaction. 


THE DEXTER CO., Fairfield, lowa 


Warehouses at Toledo, San Francisco and Peoria 





= 














Horse-Shoe Brand Wringers 


Warranted as to quality 





Warranted to give satisfaction 





Warranted as to price 





Plain Bearings 





and 
Steel Ball 
menial | Bearings 
“HORSESS4OEEBRAND 
oma OTHES © WINGED 
eeatan Enclosed Cog 
Wheels 
Plain Bearings Steel Ball Bearings Size of Rolls 

No. 340E No. 360E 10 x 1 inches 
No. 341E No. 361E 11 x 1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD 


Send for our new Price List 


The American Wringer Co. 


NEW YORK CITY, U. S. A. 















Will Make 
Your Stove 
Pipe Business 


More 
Profitable 


Smith’s Double Lock Stove Pipe will do 
this because, in the first place, it can be nested 
which saves freight; secondly, it requires no 
tools or special knowledge to put it together; 
thirdly, its quality is guaranteed and satistfac- 
tion is assured; fourthly, it saves time of mak- 
ing, hammering or riveting. 

Send for a model, it will convince you of its 
possibilities. Write at once. 

Your jobber carries Smith Double Stove 
Pipe. Place your order with him today. 


THE OHIO STOVE PIPE & 
MFG. COMPANY 
NEW PHILADELPHIA, OHIO 
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Time to Order 
Crown Tree Holders 


The only Holder that has stood the 
test of practical use for 30 years 











SIZE 


2 in. 











Graceful — Attractive — Substantial 


hi 
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Quickly adjusted. Prevents accidents, and with 
ordinary care lasts a lifetime. 






> 


EZ _ = 
Order Now—Christmas is Coming Soe DS 


NORTH BROS. MFG. CO., Philadelphia, Pa., U.S. A. 














55 The New 
When Mounted On Boston Rubber Chair Tip 


Handy Caster Trucks, you can sian 
shift a big stock of STOVES OR RANGES Trade Mark The Tip and Its Parts 
to any part of your store with but little 

r. 
ae ve one man can easily wheel the biggest 
STOVE you've got as far as he pleases and 
do so minus sweat, skinned knuckles or 
“cuss words.” 


The Harper Handy Caster Truck 


is light, strong, cheap, long-lived and it 
fitzanything ! 


Price per Set of 4, 75c. 


Once equipped with an outfit of these 
STOVE “hustlers” you are ready to handle 
such goods for years and years. First ask 
your jobber for ’em, and if nothing happens 
then ask US. 


Chicago Hardware Foundry Co. 
NORTH CHICAGO, ILL. 


Brass Washer Brass Nall 


The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 





Spring 
Socket 


\ 
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LULILLOP IO SY 


Patented 


x 
XN 
N 
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Send for Catalogue 


f 


Manufacturers of Rubber Specialties 
THE ELASTIC TIP .CoO. 


370 ATLANTIC AVENUE, BOSTON, MASS. 


























The Laundry Queen 


Is rapidly becoming the most popular washing machine among 
hardware dealers and users, because of its new and exclusive 
features. 

Tub independent of machinery or legs—tub supporting steel 
frame—patent rotating and reversible wringer, etc., etc. 

Electric or Power drive. 

Drop us a post card with your name and address. we will send 
you some remarkable facts about our wringer, which will give you 
straight information and talk, briefly—clearly. 

Send us that post card. 


Grinnell Washing Machine Co. 


GRINNELL, IOWA, JU. S. A. 
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: Write for information. 


2834-40 Archer Ave., Chicago 
San Francisco M. E. Canfield Co., Los Angeles 


Representatives 





ACME FLEXIBLE STEEL MATS fiiibeereerececeeree 


Here is a door mat made entirely of steel Tae eee ee Seer 
: 4.4.4.5. 4.4.4.4, 45.5.4. 4.48 43.4." 

that will sell and net the dealer a good profit. Oa cal alead cnt ever io enema 
The mat season is on—buy now. oa SSee 
SSS SS SSS 

Sanitary—durable—neat—attractive. ee FOr e rr errr rrr rey 


ACME STEEL GOODS COMPANY 


Atlanta J. E. Beauchamp Co., Montreal, Que. 


-.se ss > ® & * > > & 
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151 Lafayette St., New York City. 


Representatives 














Sell Your Customer a 


Guaranteed Cobbler Set 


It will mean better sales 
and better profits 





— 
~~ 
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JUTH 8) 


GUARANTEED 


PERFECTION PLYMC 


GUARANTEED MARK 


FOR GENERAL BOOT & SHOE REPAIRING. 


Write for Catalog of our full line. 


THE ROOT-HEATH MFG. CO. 
PLYMOUTH, OHIO 














The Ash Sifting Gun 


An INNOVATION in efficiency 
A revelation in PRICE 
The latest in the GEM class 


Made from RUST RESISTING 
metal. Finished in a GUN METAL 


rust resisting coating. 
You should order a sample. 
It will pay you to investigate. 


Patentees and Manufacturers 


Gem Stamped Steel Company 
Chelsea Station, Boston 














Examine This 


It is different from others be- 
cause it makes waffles quickly 
and bakes every part evenly. 










You can put new life in your 
Waffle Iron _ business 
i with the “ Stover.” 





OTHER IDEAL HARDWARE FOR FALL TRADE 
Andirons, Cover Lifters, Cast Hammers, Coat Hooks, Dampers, Dam 


Sticks, Harness Hooks, Lamp Brackets, Pokers, Quilt Frame Clamps, Saw 
Stove Pipe Registers. 


per Cli 
Door Latches, Fireplace Fixtures, Foot Scrapers, Furnace Pulleys, ——.. 
ses, 


Stover Mfg. Co., 710 East St., Freeport, Ill. 


Waffle Iron 


Full description of its special con- 
struction will be sent any firm interested. 
Every dealer should know about the 
Stover Waffle Iron. 





USE THIS COUPON 
Stover Mfg. Co., 710 East St., Freeport, Ill. 


Send us circular 1424. We will read it 
op carefully and keep it for reference. 
POE. vida seen d dadaweeh cokacumeenee 
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OLEMAN LAMPS Requires Only An 


No Wicks to Tri ; 
No Cinaisies 0 Clean Or dinar y D r y Cell 


to operate it for 100 hours. Your customers will get 








No odor, no soot, no oil, nothing from 6 months to one year’s use from a common dry 
to clog up or get out of order. Burns battery such as used for door bells, automobile igni- 
without exploding. Can’t be filled | tion, etc. 


while lighted. Gives more light than 
20 lamps. No glare, no flicker—just the 
brilliant, steady, perfect light. Three 


hundred candle power at one-third fon 
is indispensable for all those who require a practical 


cent per hour. Costs only —— hand lamp of long life which can be maintained at 
hting. ranteed for ow cost. 
of kerosene lig ting. Gua The Beers Lantern is not a toy but a real lantern 
five years. Every lamp sells another which can always be depended upon. It is substantial, 
ss economical and convenient. 
“OT -MHOre. It is strongly made of seamless brass highly polished, 


solid brass, nickel plated and of pressed steel with 
black rubber finish. Length 9 
inches. Diameter 2% inches. 
Our discounts are liberal 
and you'll find sales are 
quickly made. Write for 
further details at once. 


The Beers 
Sales Co. 


1005 Broad Street 
Bridgeport, 
Conn. 







Every home is a customer for 


The Air-O-Lite 


Make it easy for the people in your locality 
to buy Coleman Lamps. Buy one yourself 
first. Light it. Put it on display in your 
front windows of your store, or in your 
home. Watch it sell some of its “brothers” 
for you. Watch it light the way to bigger 
business in all the lines you handle. People 
won’t forget the store that sells the Cole- 
man Air-O-Lite. Let us hear from you or 
write your jobber for exclusive dealer 











proposition. 
THE COLEMAN LAMP CO. 
Wichita, Kansas St. Paul, Minn. 
Toledo, Ohio Dallas, Texas 











Se 


Cash For Baled Paper 


We will tell you where to dispose of all your waste 
—_ i 








paper, rags, straw and excelsior at the highest prices. as | 
Your Present Loss ae | 


All the waste paper, rags, and straw you now burn is dead loss. “ppeet 
When baled there is a ready market for it at good prices. U 


is a ready receptacle for all ’ 
your waste paper, as safe a 
lace to keep it until you merican 
cove a full bale as a firep:oof 





— 
























vault. It reduces your fire 
risk and reduces your insur- 
ance rates. 


Danger in Delay F lashlights and Batteries 


You assume an un- 
necessary Fire Risk 


surg. waste paber ARE Without an Equal 


boxes or barrels un- 


— Have Greatest Strength 


A better way is to 


oo gg pa gg LAST LONGEST 


what is now dead 
loss. Get a Schick 
All Steel Baling 
Press and turn 
your waste to profit 


—eltminate ~ y'out Write at once for 
SK. 


Prices and Samples. 


We have a contract 
to furnish — a 


with Sehick All 
Steel Balers. 


Write tod-~wv for 
Catalog “H.” 


Get our Special 
Offer for this 


month only. 


Anglo American Co. 


Pittsburgh, Pa., U. S. A. 





Davenport Mfg. Co., Davenport, lowa 
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ORDER STANLEY No. 3000 
“Twinrold” Self-Tightening 


COILED DOUBLE—Pat. Sept. 26, 1911 & Nov. 5, 1912 





RMR OF cn, AN) 
et & a 
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AG AYRE iN 
Qi coA code BEGIN a WY 


BOX STRAPPING 


THE STANLEY WORKS, 
NEW BRITAIN CONN. 
100 Lafayette Street 73 East Lake Street 
N YORK CHICAGO 
snemanaina 











“VICTOR” 


Coat and Hat Hooks 


ARE GOOD HOOKS 




















The Brightest Thing From Pittsburgh 





o Seiesases You people who josh Pittsburgh as “the 
SoH LYON smoky city,” might as well know right now 
vat | that it is the home of M. B. C. Paint, and 
that all the smoke in Pittsburgh cannot take 
its gloss away. 

Painters like it for their big jobs because 
it is a thoroughly mixed paint, and is com- 


E£10 * 





Try the “‘Victor."" Packed one dozen in 
a box. Your sales will increase. 


Bright Wire Goods. 


Brass Screw and Cup Hooks. posed of the purest ingredients. They know 
Mile Bele Hooke it is bound to give satisfaction. 
If there is anything in the hardware line 
E. Jenckes Manufacturing Co. that you inh eae freely, it is M. B. C. 
WORCESTER, MASSACHUSETTS Paint. 
SELLING AGENTS: 
JOHN H. GRAHAM & CO. Eagle Paint & Varnish Co. 
113 Chambers Street New York City Pittsburgh, Pa. 




















Trade Winning Milk Bottles 


Made of purest flint glass. Made so tough and sturdy that a hard jolt 
in a milk wagon or rough handling won’t chip or break them. That’s why 


TRAVIS sets Milk Bottles 


win the milkman, the farmer and the dairyman and sell twice as well as milk 


bottles made of inferior glass. 
If you'll write us, we'll show you why there’s more money in selling the 


Travis than any other bottles. Send for particulars. 


TRAVIS GLASS CO., — Clarksburg, W. Va. 
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I N S U R E, Pretty Paint Cuts No Grass 
YOUR P ROFIT It’s fine crucible steel and good machine 


sense that have made the reputation of 


COLDWELL 
Lawn Mowers 


The Coldwell line is complete. It includes motor 
mowers, horse mowers, putting green mowers 
and hand mowers of every style and size. 

















There is a Coldwell for every customer, what- 
ever his needs or whatever the size of his 
pocketbook. 


Coldwell mowers look well, sell well and wear 
well. That’s why Coldwell is a Rice Leader— 
recognized as the world’s leading manufacturer 
of quality lawn mowers. 


BY INVITATION 
MEMBER OF 





Coldwell Lawn Mower Company 


Offices and Factory at Warehouses at 
Newburgh, N. Y. Philadelphia and Chicago 




















































Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 


you sell 















ff ALL SIZES 


fF IN VARIOUS 
PAT TERNS 





Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
| construction and adapta- 
bility. 


: =| 010) tm am se 
SPADE A SPADE 
UPON REQUEST 


The Wyoming Shovel Wks 
Wyoming Pa. 


ESTABLISHED 1873 











HAYES PUMP & PLANTER CO. 


CALVAM , ILL. 
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HICLAG 
SPRINE BUTTS 


DISTINCTION 


The Chicago “ Relax” Spring Hinge has distinctive features which 
impress your customers and create the demand. 




















The spring action release allows the door to be placed open at any 
desired position and automatically re-engages when the door is closed. 





Chicago Spring Butt Company, 


CHICAGO NEW YORK 
Send for Catalogue H 29 
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Write “6 
WA tae Le 


Put this in Your 
Show Window 


Bac eS ere ae, 





(Patented) Cut Full Size 


The blacksmiths, machinists, garage owners, 
’ ’ et : a * 4 * 2 
bicycle repairers, etc., of your vicinity will Griffin S Original 


LIGHTIIUG | | Wrought Steel Surface Hinges 


are still acknowledged to be the most 
popular ornamental SURFACE hinges 


MARK ever placed on the market. The strong, 

’ ; : : massive and artistic design and the beau- 

as representing dependable quality. Lightning Screw tiful finial ot these hinges meet the de- 
Plates have many exclusive mechanical features that ” Thane times ane eeeemed tetanus 


controlled exclusively by this Company. 
Fleur de Lis Hinges are widely adver- 

tised. They are the best known surface 

hinges made, and may be found in prac- 


appeal to practical men. 


Wiley & Russell Mfg. Co. Div. egy all of the most artistic homes of 
Greenfield Tap & Die Corporation oy end for cuplaining tule the GRIPDIN 
line, and place stock order direct with 

Greenfield, Mass. your jobber at once. 
New York, 28 Warren St. Chicago, 545 Washington Blvd. THE GRIFFIN MFG. CO. 


ee ee 37 Warren St., New York ERIE, PA. 17 E. Lake St., Chicago 

















No. /0 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 


He CANTON, OHIO 
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The Key to 
Christmas Profits 


-@ Christmas of 1914 will be a time of 
peculiar promise to the prepared mer- 
chant. | 


@ Our November catalogue, with its FULL 
STOCKS of Holiday Goods from all the 
world, can open your door to the unusual 
Christmas profit-getting opportunity now 
besieging you. 


@ This is the catalogue, remember, that 
quotes lowest NET prices, and DARES 


TO GUARANTEE these prices in war 


time the same as any other time. 


BUTLER BROTHERS 


Exclusive Wholesalers of General ‘Merchandise 


NEW YORK CHICAGO . ST. LOUIS 
MINNEAPOLIS ~" DALLAS. 
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These Are the Biggest Little Tools on Earth! 
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The above illustration is a correct PHOTOGRAPHIC reproduction of the “HANDY-MAN” COMBIN ATION 
TOOL KIT—a radical departure in high-grade tool making, the fundamental object of which is to get — 
TOOL EFFICIENCY and PRACTICAL UTILITY in the SMALLEST space possible (size 6 by 5 by 

This Kit consists of fifteen splendid, properly tempered and USEFUL tools in combination with an IN TER- 


CHANGEABLE HANDLE! 
Indispensable to the Automobilist, the Householder, the Farmer, the Mechanic, the Layman—EVERYONE! 


For use in the Home—the Office—the Factory—the Shop —EVERYWHERE! 
SELLS ITSELF INSTANTLY ON, PRESENTATION! No “talk-up” or loss of time necessary—JUST 


SHOW this Kit and your sale is made! 
Retail price only $3.50 complete, encased in an indestructible drawn-steel box. Attractive Advertising Litera- 


ture, Display Signs and ovr convincing pamphlets “THE STORY OF THE BIGGEST LITTLE TOOLS ON 


EARTH” furnished all dealers. 
Trade price, $33.00 per dozen, F.O.B. Factory New Haven, Conn. Address all correspondence and orders 


to our Home Offices in Washington, Dm & 


AMERICAN NOVELTY COMPANY 


SOLE MANUFACTURERS 
MARYLAND BLDG. WASHINGTON, D. C. 
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The Ingersoll Idea of 
Guaranteeing Watches 


(1) After you have sold a watch at a moderate profit you ought not to 
be bothered by repairs. 


(2) Less than one out of each 14 Ingersolls ever needs attention, and the 
manufacturer is glad to assume responsibility for those. The 
Ingersoll guarantee is direct to the consumer. He is to look to 
the maker for satisfaction. The dealer is not responsible. 


(3) Repairs are free on watches not misused, but the Ingersoll guar- 
“* antee does not permit the free exchange of watches which have 
‘been damaged by abuse, because this expense would place an 
unwarranted tax upon those who use their watches carefully. It 
‘would require a cheapening of quality, which is characteristic of 
goods which cannot be sold without an unlimited, free exchange 
privilege. 


(4) Ingersoll watches are exchangeable without charge only when per- 
fectly new. Satisfaction is given by repairing direct for the con- 
sumer, instead of exchanging through the trade. 








(5) The unrestricted exchange of new watches for old ones sounds 
alluring, but encourages carelessness and cheats the dealer of new 
sales. Endless exchange of watches is not business. 


(6) It is the Ingersoll idea to make the watch right in the first place, 
repair it free if defective, take the responsibility direct with the 
consumer, and relieve the dealer of both after the sale. 


(7) If a custqmer insists upon exchanging for a new watch, a charge 
is made which discourages the practice and gives the dealer a 
profit of thirty per cent. on the transaction. 


(8) Fairness to all concerned and business-like treatment is the idea of 


the Ingersoll watch guarantee. 


ROBT. H. INGERSOLL & BRO; 
New York Chicago San Francisto 














This sign, with a booklet, free on re- 
Messrs. Robt. H. Ingersoll & Bro., 315 Fourth quest, saves you trouble. 


Avenue, New York City. 








INGERSOLL WATCHES. 


Are guaranteed by the manufac- 
turers to whom all watches for re- 
pair or exchange should be sent. 
Prompt and careful attention is 
given |to watches so returned. 


| Robt. H. Ingersoll & Bro. 


You may send me without charge, one of | 

your guarantee signs and an explanation booklet 

| for my store. | 
| 
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DOMES OF SILENCE. 


Pat. June 20, 1911. See that the words ‘‘ Domes of Silence’’ are on inside of each caster. 


HIGHEST GRADE SLIDE MANUFACTURED 
RETAIL PRICE | 


10c Set of 4 Reason Why You Should Sell 


NEW DISPLAY BOX Domes of Silence 


Large Profits. 

Are Advertised. 

Not sold by 5 and 1 0c stores. 
Price maintained. 


Circulars, Electrotypes and Advertising 
Helps Free. 


New retail price of 10c will increase 
present enormous demand. 


Henry W. Peabody & Co. 





Contains 100 Sets Assorted 








IS 14" 3534" —W_54"— 30 sgn Domes of Silence Division 

1 irculars an splay Foster 

LIBERAL DISCOUNT TO TRADE 17 STATE ST., NEW YORK 

Featherly flame 100 7% more heating ree | 
Bao ee oe 

Filling lid on top instead of bottom. 

Regulating valve. Torch will sel] AMERICAN 

Concave bottom. an sight. NO. 43 











Pump Rod does not force back. 
Needle valve self-cleaning. 


Spindle easily removed. Price Right 
Specially constructed handle. 


No. 43 can be used in any position. Quality Unequalled 


We carry large stocks of both sizes No. 43 
OPTIMUS M'F’G. CO., Stockholm, Sweden 








HENRY W. PEABODY & CO. 


. ° 4 ; t 
Distributors for U. S. A. and Canada Price, Pint, $3.50. Quart, $4.00 
IMPORT DEPARTMENT F. O. B. NEW YORK 


17 STATE Si; NEW YORK CITY _ Discounts on Application 


Two Sizes, Pint and Quart 
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Profitable Opportunity for 
Responsible Dealers 


We are prepared to give an exclusive agency in each locality for the justly celebrated 


Stewart Gasoline or Kerosene Engines 








Made only in the three sizes 
described and illustrated below. 


We offer only the highest 
quality engines. 








J 


&.. i 
+ 


gare F 
ae 





as 2 as 
ee 


Stewart Little 
Major Engine 


1¢ Horse Power 


Small in size, neat in appearance, light 
in weight, compact—no coils or water 
tanks, 4% H. P., 2%-inch bore, 234-inch 
stroke, fitted with float feed carburetor, 
jump spark, air cooled, four cycle, one- 
piece drop forged crank shaft, malleable 
connecting rod, sight feed oiler. 


Shipped all complete as shown in the 
illustration with 4-inch pulley (opposite 
fly wheel), speed 850 R. P. M., ready to 
belt to shearing machine, clipping ma- 
chine, washing machine, cream _ sepa- 
rator, churn, feed grinder, pump or any 
apparatus requiring '%4 H. P. 


List Price: 


WM MOIETY 55 ES ES. CS $27.50 
With high tension magneto..... 37.50 





Stewart Little 
Wonder Engine 


2 Horse Power 


Crank Shaft is niade from tool steel, | 


drop forged and accurately machined 
all over. 


Piston of the trunk pattern and fitted 
with absolute accuracy. 


Cylinder is cast integral with water 
jacket, head and valve chamber, dis- 
pensing with separate heads and 
packed joints that leak. 


Carburetor is of the float feed auto- 
mobile type. Intake and_ exhaust 
valves are automatic and self-timing. 


Muffler is of our special design and is 
formed around one of the supporting 
tubes. It reduces back pressure to a 
minimum, cools the exhaust gases, and 
effectually silences them. 


List Price: 
NIN i on ci sg waraktoen $50.00 
With high tension magneto...... 60.00 





Stewart 3% Horse 
Power Engines 





Of same high quality and 
superior workmanship. 


List Price, with high ten- 
sion magneto, 


$125.00 





Good Service 
Prompt Shipments 
Careful Packing, etc. 











Write for territory desired and special terms 


Chicago Flexible Shaft Company, 





606 N. LaSalle St., Chicago 
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Mars-Bright 
Flashlight 
Batteries 





Our business has doubled in the last: 
six months. ‘There must be reasons: 
for it. Investigate our line and join 
the ranks of those who know and 


use It. 


Buy the best 


—Mars-Bright— 
Flashlight Battery 
Note the brass contacts on 


the carton—A patented fea- 


ture of ours. 


Bright Star Battery Co. 
430 West 14th Street New York 
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Give Your 
Store Over 
to Farmer 


Trade 


Treat a farmer right—give him 
the service he is paying for— 
and your hardware business 
will be lifted to a profitable 
plane, for there are tools and 
implements galore which you 
can sell him if he is a satisfied 
customer. 


Improved machinery is es- 
sential today on the well-regu- 
lated farm and the Myers line 
embraces those articles most 
necessary to the modern 
farmer — Pumps —all kinds, 
Hay Unloading Tools, Rack 
Irons, Door Hangers, Etc. 


‘Stock the Myers line and 
watch the Farmers drive up to 
your store. Your name on a 
postal today will bring our 
complete illustrated catalog to- 
morrow. 






F. E. MYERS & BRO., Ashland, O. 


Ashland Pump and Hay Tool Works 
Branch Distributing Houses: Milwaukee St. Louis Cedar Rapids Harrisburg Albany 
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American Brand 
cua SCREEN WIRE CLOTHS 


All Meshes and Widths 


Copper—Bronze—Galvanoid—Galvanized—Painted 


F or a Better Galvanized Cloth 


use 





Lasts Longer Looks Better 
Test it in The Weather 


Our COPPER BRONZE has no Superior 


It is made of the highest grade of wire, guaranteed to con- 
tain 90% Copper and the weaving is perfect. Made in 
both Bright and Antique finish. 


We also manufacture Painted and Bright Galvanized 
cloth in large quantities. The quality and finish of the 
Galvanized wire has been improved. 


Write us for prices, samples, catalog and circular 
~ “Facts on Galvanoid.” 


American Wire Fabrics Company 
Chicago, Illinois 


FACTORIES: 
MT. WOLF, PA. NILES, MICH. CLINTON, IA. 
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Last year in one single state there 
were over 250 De Laval dealers 


who sold from 10 to 125 De Laval 





Sixty-seven of these dealers sold 
twenty or more machines in the year, 
and quite a number from forty to 
over a hundred. 


Most of them have been selling 
De Lavals for a number of years, 
and will undoubtedly continue to han- 
dle the De Laval as long as they stay 
in business because the longer a dealer 
holds the De Laval contract the more 
valuable it becomes. 


You very seldom hear of a De Laval 





Cream Separators 


agent giving up his contract, because 
it is generally conceded by all that the 
De Laval Selling Agency is not only 
desirable from the standpoint of profit, 
but is an asset to any implement or 
hardware dealer’s business. 


In most cases the De Laval agent 
who is active in the sale of cream 
separators has no difficulty in getting 
the bulk of the cream separator busi- 
ness in his community. 


Not only can the dealer selling De 
Lavals dispose of a larger number 
of machines, but he can do so with less 
effort, and he avoids ‘‘come backs” 
because when a De Laval is once sold 
it stays sold and gives satisfaction 
to the user. 


The cream separator business is both 
profitable and desirable provided you 
have a contract for the right machine. 
A little investigation will soon con- 
vince you that the most enterprising 
dealers all over the country are hand- 
ling De Lavals, and will also serve to 
prove to you the truth of the statement 
we have so often made— 


The Cream of the Cream Separator 
Trade Goes to the De Laval Agents 


De Laval 


29 East Madison Street 
CHICAGO 


The 


165 Broadway 
NEW YORK 





Separator Co. 


1016 Western Avenue 
SEATTLE 


101 Drumm Street 
SAN FRANCISCO 


October 15, 1914 
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Made to 
Sell 


We did not design this 
lantern for the chance pur- 
chaser of an electric flash- 
light. It is not a toy, buta 
thoroughly practical appli- 
cation of electricity to the 
needs of men who must often 
work in dark places and 
carry their light with them. 


J-M MOBILITE 
Electric Lantern 


The most practical portable electric lantern made. 


Operates on two dry cells of standard size which 
are easily obtained from hardware dealers or elec- 
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Screw Products 


he does not merely purchase a 
bolt, a screw, a nut or some other | . 
one of the many Corbin-Screw 
Products— 







He purchases the manufacturing knowledge and 
mechanical ability gained from nearly one-half a 
century of manufacturing experience. 


When the dealer stocks with Corbin-Screw 
Products he does not merely fill his shelves with 
another line of hardware— 


He stocks with products that enjoy the con- 
sumers cteady demand; products the success of 
which has been dependent solely on the quality of 
their material and workmanship; products that for 
years have been considered Standard in the trade. 


A few of the many Corbin Products: 
Corbin Wood Screws 


Corbin Machine Screws 

Corb'n Jack, Safety and Ladder Chains 
Corbin Escutcheon Pins 

Special Screws milled from solid bars 
Corbin Bicycle Brakes 

Corbin Motorcycle Brakes 

Corbin-Brown Automobile Speedometer 


Corbin-Brown Motorcycle Speedometer THE CC 
—Write f ices, di t d catalog. 
rite for prices scounts and catalog H. w. JOHNS-MANVILLE Co. 
° " Akron Dallas Louisville Rochester 
Albany Dayton Memphis St. Louis 
TheCorbinScrewCorporation | #3. j= Hes, 34s 
Baltimore Detroit Minneapolis Salt Lake City 
Birmingham - ome gg td J. om Enperiees 
The AMERICAN HARDW sro ometiben New York Syracuse 


CORPORATION, Successors 


New Britain, Conn. 
BRANCHES : NEW YORK CHICAGO PHILADELPHIA 











trical supply stores. Burns with a steady, bril- 
liant light intermittently for 100 hours. Fitted 
with a strong tungsten bulb of great durability. 
Outshines the oil and gas lamp and is just as 
economical in a long run. Saves cleaning, 
filling and mussing and once and for all 
cuts out the risk of fire. Provided with 
bale for carrying under the arm 

and with convenient switch. 
Send for a sample and be 
convinced. Price $3.00. 










LONG HORN 


A mechanical, hand-operated horn without batteries or 
wires that demands right of way and gets it. Built to 
last for years and attractively finished. TEasily installed 
by car owner. Four models—four prices—Model ‘‘F’’ Ford 
Special $6, Model ‘‘FM’’ for Motorcycles $5, Model ‘‘JS’’ 
$10, Model ‘‘S’’ $18. 


J-M NON-BURN BRAKE LINING 


The easy-selling brake lining in the labor-saving package. 
Put up in packages containing cut pieces of precisely the 
right length, width and thickness for brake bands of all 
popular makes of cars. No measuring, cutting, fitting and 
fussing. J-M Non-Burn is standard brake lining—preferred 
by all experienced car owners. 


J-M (Mezger) SOOT-PROOF 
SPARK PLUG 


Soot-Proof in fact as well as in name. Millions sold during 
the last twelve years. A plug your customer will continue 
to specify on the strength of larger returns in service and 
satisfaction. 


J-M DRY BATTERIES 


Lasting, efficient, economical. Widely recognized as giving 
the best all around satisfaction. Dealers authorized to 
make free use of guarantee that if not satisfactory will 
replace with new cells or refund purchase price. Made in 
three capacities, 20, 30 and 35 amperes. 1% volts per cell. 


Write nearest Branch for Booklets and 
our proposition to the Hardware Trade 


JouNs- 








ANVILLE 
SERVICE Gam | 














Chicago Houston Omaha Toledo 

Cincinnati Indianapolis Philadelphia Washington 
Columbus Kansas City Pittsburgh Wilkes-Barre 
Cleveland Los Angeles Portland, Ore. Youngstown 


THE CANADIAN H. W. JOHNS-MANVILLE Co., LTD. 
Toronto Montreal Winnipeg Vancouver 
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CUT OUT AND MAIL 
BEFORE YOU FORGET 


Screw Hole Samples Free 


When anything new in the hardware line makes its appear- 
ance the alert hardware man generally asks the question, “Will 
it pay me to handle it?” 


Now, we don’t want to try out anything on you. Before 
you send us your order we want you to firmly believe that 
permanent brass Screw Holes will eventually replace the per- 
ishable holes, and that they are adaptable, practical and salable. 


All we ask you to do is to fill out the above coupon and 
send it. If you are convinced, we will welcome your order. 
If not, you have placed yourself under no obligation. What- 
ever happens, the only chances you take are for your profit. 
Send the coupon in today. 





Stine Screw Holes Company 
Decatur, Ill.. U. S. A. 























Time-tested double-tinned 


STURGES nxn 


MILK CANS 


Our 50 years’ reputation for building better cans makes 
the Sturges the first choice of the prosperous dairy men 
and farmers—men whose trade and good will you most 
desire. 

Stock Sturges cans and push them, and you will find 
jew autos at your door. 

Let the other fellow fuss with the cheap, unknown cans. 
2 Sturges cans are tinned and re-tinned before assem- 
4 bling. All inside seams are float-soldered smooth as a 
= gun barrel. 

Built to withstand shocks and hard usage—and they 
do it. 
Send for Catalog No. 18. 


Sturges & Burn Mfg. Co. 
508 So. Green St., Chicago, III. 


New York deliveries made from 50 Church St., R. 
1650, where we carry a full line. 
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THIS IS THE ONE 





The chopper 
that will satisfy 
your customers. 
Show them that 
it is the chopper 
with the “ EN- 
TERPRISE ”’ 
KNIFE and 
PLATE that 
really CUTS 
meat and food 
and doesn’t tear, 
mangle or 
squeeze — Sav- 
ing all the rich 
‘juices and nutri- 
ment. 


“ ENTERPRISE” 


Meat - and - Food Chopper 


cuts with the true slicing cut, because 
of the PERFOR- 
ATED PLATE and The Enterprise 


Food Chopper 4a g 


the four-bladed | tte next test Ae 


chopper at a am 
keen-edged STEEL | ve pce \g 
KNIFE which  re- | teter*iiters. 7a 
volves against it. Easy Family 430 aes 


to run, quickly and | larse “ 22s 


easily cleaned. 
‘*ENTERPRISE”’ 


Sausage Stuffer and 
Lard Press 


Every hog raiser who 
slaughters his hogs is a pos- 
sible customer—when you 
show him this ‘‘Enterprise’’ 
Sausage Stuffer and Lard 


Press. 
Made with Enterprise care 
and precision in every part 


Family size $1.75 
A> Large ‘* 2.50 

































corrugated spout keeps all 
air from entering sausage 
casing. Can be instantly 
converted into a lard press. 
Tin Cylinder (strainer) has 
broad lips for easy handling. 


4-quart size, Japanned, 
$5.50 


Made in nine sizes and 
styles—2 to 8 quarts 
—japanned or tinned— 
used as a fruit press, 


too. 
Extensive advertising to 
consuming buyers is creating 
sales for you on ‘‘Enterprise’’ 
goods. The people know that 
the name “ENTERPRISE”’ 
stands as a guarantee of 
quality and satisfaction, 





Write for catalogue of 
entire ‘‘Enterprise’’ line. 


The Enterprise Mfg. Co. of Pa. 


PHILADELPHIA 




















“Universal” Disc Bearing 
Plate Casters 


MADE IN FIVE DISTINCT SIZES 
WITH VARIOUS KINDS OF WHEELS 











The ,“‘ Universal ’’ Disc Bearing Plate 
Casters are built of Grey Iron, Copper 
Bronzed Finish and equipped with strong 
Steel Axle and Steel Disc Bearings. 


Briefly, the ‘‘Universal’’ Disc Bearing Plate Casters are 


the best constructed Disc Bearing Casters on the market. 
Unlike the average Disc Bearing Casters, they are built of 
heavier iron castings throughout, smoothly finished and fitted 
with heavy steel axle and uniform steel Disc Bearings. 











| | 
Number . 752 (| 753 754 presto nect| 756 








Face | Face | Face| Face | ~ ‘Pace 
Size of Wheel | 1,°5"x7°5" | 135"x56” | 156"x7%” | 156"x}§” | 176"x76” 








Packed one set of a size in convenient boxes 


Also supplied in bulk 
Write for complete catalog No. 105 H.A. 

















Universal 
Caster & Foundry Co 


QOWEST 422 ST. (Aeolian Bldg) 
NEW Y OR_K- 


Universal Products are carried*in 
stock by the leading jobberyr 
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How Do You 
Advertise ? 





Is advertising one of your 
Problems? Are you advertis- 
ing? And if you are paying for 
space—are you getting the re- 
sults that you should? 





PEERLESS 
FREEZER 





We have a book that will help 
you to properly advertise the 
goods you have to offer. It’s 
written by a man who has had 
wide experience in retail adver- 
tising and who knows just 
what to say and how to say it. 





As Simple as It Looks 


With one motion, the _ turning 
mechanism of the Peerless Freezer 
is clamped in place. And with 
three minutes’ worth of turning it 
makes that velvety, thoroughly 
mixed ice cream that is a pleasure 
to look at, and a-greater delight to 
eat. 


How to Advertise 
* a Retail Store 


——== By A. E. EDGAR 








é . 
Note how those gears are en- Ss a complete and comprehensive 


closed—they catch no ice, or salt. 
‘‘Easy to grind as a watch to wind.’ 


And that tight-fitting, overhanging 
top keeps everything in that should 
be in and all impurities out. 


Forty years of advertising has 
taught the public this and many 
other ““Peerless’’ features. Let your 
jobber supply you. 


The Peerless Freezer 


Manual that will give you more 
ideas in five minutes on retail hard- 
ware advertising than any one man 
could think of in five years. Its 500 
pages are crammed full of valuable 
advertising ideas and it’s worth 
every cent of the $3.50 we ask for it. 


Sent postpaid on receipt of price. 





Company 
Winchendon Mass. 
Hardware Age Book Department 
General Sales Agents pie 
J. C. McCARTY & CO. ‘ es treet 
29 Murray Street New York, N. Y. New York City 
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HELLER’S PIVOT DOOR CABINET 


MADE IN STANDARD SECTIONS 





This is something new and original, has 
features not found in any other fixtures. 





DISPLAY 
ALWAYS IN 
FRONT 
OF YOUR 
CUSTOMER 


No matter the position 


of the Display Door. 
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PATENTS PENDING 
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SEND FOR CATALOG No. 24 THE SHELVING WITH BRAINS 


W. C. HELLER & CO., MONTPELIER, OHIO 











THATS WHAT BUILD 
T is “the come backs” that build up almost BUS/N, 


every legitimate business. Surely no paint 


business could continue if it were not for the BIGGLRF 
customers who buy again and again—the ; | 
customers you can count on. The more of 

these you can cultivate and convert the bigger AND 

your business will be—and the faster it will . 

grow. It pays and pays big to handle paints E, 

so good that the first sale is but the beginning BIGGS 

of a lifetime habit of buying. You will sell that kind if 


MONARCH PAINT 
100% PURE 


**The kind that brings ’em back’’ 


Friendship is the greatest asset 
in business—not alone the friend- 
ship for yourself, but the 
deep seated regard 
for your goods. 


Let us tell you how we help 
make a “‘come-back”’ of every cus- 
tomer. Drop us a postal to-day. 


THE praadabah Ma 


CHICAGO, PAINT WM BN UA WINNIPEG 
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Stanley Handled Hammers 


For CARPENTERS, MACHINISTS, BRICKLAYERS, FAR- 
RIERS, TINNERS, BLACKSMITHS and ENGINEERS. 

The heads are made of special steel, carefully forged, hardened 
and tempered. 

The handles of selected second growth white hickory. 

The improved method of fastening the heads to the handles 
makes it practically impossible for the head to fly off. 

The above features together with their specially fine finish 
make them a very attractive line to carry. 








mover STANLEY RuLe & LEvELCo. gee # 
New Britain. Conn. U.S.A. GUARANTEED 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 
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The Latest aida: 
Storm-Proof Hanger 


“No. 88° 


The daily growing popularity of the 
National Line of Storm-Proof Hangers is 
due largely to our constant efforts at new 
ideas which make them more practical and 
therefore more salable. 








The “No. 88" is our latest achievement in 
this direction. A double adjustment—vertical 
and lateral—facilitates the setting up, and, as 
well, regulates the hang of the door under all 
conditions. Note the hinge that allows free 
outward swinging—and that hole for oil and 
adjustment. 


The Storm Proof Rail has also been bettered. 
A new style end cap has been provided. The 
overhang of the cover has been lengthened 
11% inches, affording absolute protection from 
bird and storm. And the rail fits closely 
against the building. 


Would you care to know more about the 
latest improvements in hanger construction? 


National Mfg. Co. 
Sterling, Ill. 
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